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JssUED EVERY WEDNESDAY 


Dealers In East Find Sales Comparing 
favorably With the “Big Year’ (1937) 


Weather Causes Lag In 
March; “Blue Book’ Is 
Tried In Hartford 


Editor’s Note: This is part of 
a series of reports from the field 
py News staff members on the 
current status of appliance sales 
now in various parts of the 
country. Also being reported from 
the field are the sales and promo- 
tion methods being applied suc- 
cessfully today. Such a story will 
be found under a_ two-column 
neading at the bottom of this 


page. 


By T. T. Quinn 


Practically without exception, mer- 
chandisers all along the electric re- 
frigeration line in upper New York 
state, Connecticut, and Massachusetts 
report early-season business this year 
to be far better than in 1938, and 
in many instances step-for-step with 
their record 1937’s. 

Talks with distributors and dealers 
pring a story of sales which sounds 
encouragingly similar—a story of 
inreases ranging all the way from 
9 to 100% over the corresponding 
months of the previous year. The 
“490 percenters,” naturally, are com- 
paratively few, but most of those 
interviewed said their business was 
looking up 25-40% above 1938. 

Consensus of retailers was that 
January had been a good month, 
February another good one, and 
March so-so, aS far as sales were 
concerned. March weather, however, 
was getting the blame for the slack 
during this month—and dealers ap- 
yarently feel that, when the spring 
(Concluded on Page 21, Column 1) 
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IN THIS ISSUE 


Curious about the new ‘“Quicold” 
(i's done with chemical powders) 
method of refrigeration given so 
much publicity in the last issue of 
Life magazine? We queried some 
of the best engineering minds in the 
industry about this development, and 
they aren’t very excited about it— 
and they tell you why, on page 18. 


“If we’re not on the job within 
five hours after you call us, you can 
hire another service man—and we'll 
pay: the bill.’ This guarantee, and 
a “preventative” annual contract 
plan, are but two of many ways in 
Which a sales-minded Ohio service 
organization ‘‘sells” itself to users in 
its territory. Pages 16 and 17. 


* * 


Manufacturers and_ distributors 
Who've been wondering what the 
housewife really thinks of the house- 
hold electrical appliances she uses 
can find out through the report that 
Mary Davis Gillies, McCall’s home 
furnishings editor, made to the 
Edison Electric Institute sales meet- 
ng. Pages 8 and 9. 


*- * * 


“Be an explorer . . . be a G-Man 
‘++. be a Winchell. . . .” Correspond- 
nce school advertising? No—just 
the National Salesmen’s Institute’s 
opening advice to salesmen. Digested 
Mm page 6. 


4 


. If 50°, of your refrigerator sales 
MWolved trade-ins, would it keep you 
wake nights? A dealer in Ardmore, 
Okla., .. facing just such a problem, 
uses trade-ins to help him sell higher- 
Priced “quality” medels. Page 6. 


ene ~& new use’ for all those 
— ‘time railway refrigerator cars. 
. chigan farmers are using them as 

Safe, inexpensive storage for low 
nn and low income produce. For 
— Storage, they offer a juicy 
wea of extra profits for both 
real and commercial refrigeration 
> t. There’s a tip for the wide- 

© on pages 14 and 15. 
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Delco-Frigidaire Adds 
Larger ‘Package’ Units 


DAYTON, Ohio—Two new self- 
contained air-conditioning units, in 
5 and 10-ton capacities, have been 
announced by officials of Delco- 
Frigidaire here. 

J. J. Nance, general sales manager 
of the company, asserts that the new 
units have been designed for intro- 
duction into the present surroundings 
of average buildings, making whole- 
sale structural changes unnecessary. 

The 5-ton unit, SC-500, presents a 
new feature in exact air distribution 
by “individual vane control” of the 
air outlet grilles. It is an entirely 
self-contained unit; it is portable, 
and it occupies a comparatively small 
floor space in a retail store, measur- 
ing 44 by 22 inches. 

Equipped with a Frigidaire 5-ton, 
2-cylinder compressor and multipath 
coil, its condenser unit is powered 
with a 5-hp. motor and all controls 


(Concluded on Page 21, Column 8) 


New Peerless Plant 
Opened In Dallas 


DALLAS, Tex.—Peerless of Amer- 
ica, Inc. opened its fourth factory in 
the United States here recently. The 
branch plant, located at 2218 Har- 
wood St., has complete facilities for 
manufacturing the company’s entire 
line and represents an investment of 
$50,000 in machinery and materials, 
according to the announcement. 

M. J. Meiklejohn, who has been 
with the company for the past two 
and one-half years, has been ap- 
pointed manager of the new factory 
branch. W. A. Honeychurch will be 
assistant manager and will have 
charge of air-conditioning business 
in the territory. He has been with 
Peerless for the past two years. 


At the Dallas branch will be manu- 
factured fin coils, flash coolers, 
finned cube makers, heat exchangers, 
controls, product coolers, and air- 
conditioning products. In addition, 
a stock of expansion valves and 
household evaporators, which are 
manufactured at the main factory in 
Chicago, will be carried. 

The new plant will take care of 
a territory formerly served by the 
Chicago factory. Company officials 
state that the opening of the branch 
in the southwestern territory will 
facilitate service here and bring 
closer contact with supply and parts 
jobbers, as well as trade in general. 
This territory consists of Texas, New 
Mexico, Oklahoma, Arkansas, Louisi- 
ana, and Mississippi. 


Pittsburgh Plan 
Sets Standard on 
Air Cooling Jobs 


Design Data on Bids Is 
Exchanged By Members 
Of Local Association 


By Henry Knowlton 


MANSFIELD, Ohio—Local and 
national air-conditioning association 
activities were discussed here this 
week when W. C. Sutherland of the 
Danforth Co., Pittsburgh, and John 
H. Keller, Mechanical Heat & Cold, 
Inc., Detroit, spoke before a meeting 
of Westinghouse central district air- 
conditioning distributors held here. 

Shel F. Myers, assistant manager 
of the Westinghouse air-conditioning 
department and chairman of the 
meeting, asked Mr. Sutherland and 
Mr. Keller to report on the local and 
national association programs. 


Mr. Sutherland related how the Air 
Conditioning Bureau of Pittsburgh, 
which has been a utility sponsored 
group, voted to take decisive action 
on improving conditions among the 
distributors, following a recent speech 
by I. W. Danforth before the bureau 
on “Management Looks Into the Air 
Conditioning Business.” 


“As a result of this meeting,” Mr. 
Sutherland reported, “we decided to 
adopt design standards which would 
tend to eliminate wide differentials 
in tonnage which heretofore confused 
the prospect.” Standards established 
by the A.S.H.V.E. were used. 

A “proposal summary” or “pink 
sheet” form was adopted by the seven 
air-conditioning distributors in -the 
bureau. This sheet gives the design 
conditions, volume of space, sensible 
and latent heat loads, total air han- 
dled, c.f.m. per person for ventilation, 
type of system, total horsepower of 

(Concluded on Page 11, Column 1) 


Precipitator Announced 
By American Air Filter 


LOUISVILLE, Ky.—Entrance of 
the American Air Filter Co., Inc., 
into the field of air cleaning by elec- 
trical precipitation was revealed here 
recently by the announcement of the 
Electro-Matic Air Filter, which com- 
bines electric operation with auto- 
matic air filtration. 


Electrical precipitation has long 
been recognized as one of the most 
efficient methods of _ eliminating 
smoke and fine dust particles from 
the air, while the adhesive impinge- 
ment principle as used in the viscous 
air filters, has demonstrated its 
effectiveness with ordinary atmos- 
pheric dust. These two methods 

(Concluded on Page 11, Column 2) 


Dealer Concentrates on Monthly Contests For 
Salesmen & Finds It Pays Out In Sales 


By T. T. Quinn 


UTICA, N. Y.— Inter-organiza- 
tional sales contests spell the differ- 
ence between plus and minus sales 
months for Schwender’s, General 
Electric appliance dealership here. 

In the opinion of Fred O. Schwend- 
er, head of the company, they’re 
worth all the rest of the promotional 
schemes combined. So well have 
they worked for him that he’s cut 
out all other forms of promotion 
except advertising already contracted 
for. 

Inter-staff competition does more 
than anything else to weld a dealer’s 
force into a single unit, with but one 
aim—sales, Mr. Schwender believes. 
Money spent within the organization, 
in the form of bonuses and other 
awards, effects twice as many sales 
as that spent outside. 

Always leaning toward the inter- 
staff contest idea, Mr. Schwender 


needed only a glance at his Decem- 
ber, January, and February sales 
records to make him a real convert 
to the plan. 

December sales were up 20%. 
During that month, the store ran a 
contest, with the “Practicalists” 
battling the ‘“Sentimentalists” for 
leads and sales. In January there 
was no contest, and sales fell well 
below comparable 1938 marks. 

February brought another inter- 
staff competition, this time the 
“Freezers” against the “Heaters,” 
and sales boomed 60% above those 
for the same month of 1938. So-o-o, 
thought Mr. Schwender, as he conned 
the figures—and the regular contest 
idea was born. 

During March, the company has 
been celebrating its twentieth anni- 
versary, so the contest pits “Candle 
(Concluded on Page 2, Column 1) 


N.Y. Drive Strikes 
Snag Over $1.50 
‘Pickup’ Charge 


BROOKLYN—The “Old Ice Box 
Roundup” refrigerator campaign of 
the Consolidated Edison Co. of New 
York has been thrown into some 
confusion by the objection of the 
Electrical Appliance Dealers Associa- 
tion of Brooklyn, Inc., to the $1.50 
charge for picking up the old ice box 
trade-ins. 


At their recent monthly meeting, 
the Brooklyn dealers decided to ask 
Consolidated Edison to try to get the 
distributors to make some allowance 
on the pick-up cost, which at present 
is being paid by the dealers. 

The Brooklyn group also decided 
to take steps to control the amount 
of commission dealers may pay to 
salesmen on the sale of these refrig- 
erators so as to eliminate some of 
the abuses practiced by what are 
termed “unethical” dealers. 

The dealers claim that the margin 
of profit on the sale of a refrigerator 
in the current campaign is not large 
enough to carry an added $1.50 
pick-up charge. 

“Originally,” pointed out one 
Brooklyn dealer in discussing the 
Consolidated Edison cooperative sales 
drive, “the idea was that the maxi- 
mum dealer cost would be $2.50. 
Now it’s $6.” 

Under the campaign plans, cus- 
tomers are allowed $9.50 on their ice 


(Concluded on Page 4, Column 5) 


New Englanders Pack 
Regional Parts Show 


By T. T. Quinn 
SPRINGFIELD, Mass.—-A business- 
like show that will be a great help 
to business—that sums up the general 
reaction to the New England Refrig- 
eration Parts Show, held in the 


Charles hotel, March 24 and 25 under | 


sponsorship of the New England 
Refrigeration Supply Jobbers’ Asso- 
ciation. 

From the moment the show opened 
at 1 p.m. Friday until it closed 
Saturday night, representatives of 
the 43 companies who had displays at 
the event were kept busy demonstrat- 
ing their products, explaining appli- 
cations, and quoting prices. 

Attendance at the event totaled 
650 servicemen, dealers, distributors, 
and commercial refrigeration men, 
almost equalling the top figure of 
700 registrations which secretary 
Bob Shepardson had estimated for 
the showing. And since admission 
to the show was by card only, all of 
the registrants represented real buy- 
ing power. 

Visitors came to the show from all 
parts of Massachusetts, Connecticut, 
Rhode Island, Maine, Vermont, and 
upper New York state. Coming to 
see, they remained to study, swap 
plans, get new ideas. 

Augmenting the manufacturers’ 
displays was a professional-educa- 
tional program including’ several 


(Concluded on Page 19, Column 1) 


$329,419 Profit Made 
By Modern Equipment 


DEFIANCE, Ohio—The Modern 
Equipment Corp. of this city and its 
parent company, the Lynch Corp. of 
Anderson, Ind., have just issued their 
annual consolidated report for the 
year 1938, showing net earnings 
after deducting federal taxes of 
$329,419.68. J, 

This is equal to $2.33 a share on 
the capital stock of the Lynch Corp. 


Dividends amounting to $278,882 
were paid during 1938, leaving 
$50,537.68 which was added to 


surplus. 

The sales of the Modern Equip- 
ment Corp. division for the first 
quarter of 1939 were 40% ahead of 
the same quarter of 1938, it was 
announced. 


‘Oversupply’ of 
Dealers Called 
Major Problem 


Dameron Tells E. E. |. That 


Easy Credit Encourages 
Ineffective Dealers 


By George F. Taubeneck 


CHICAGO — Critical appraisal of 
(1) appliance dealer selection and 
training, by Dr. Kenneth Dameron 
of Ohio State University; (2) appli- 
ance design and user education, by 
Mrs. Mary Davis Gillies of McCall’s 
magazine; and (3) dealer price main- 
tenance by E. F. Jeffe of Consoli- 
dated Edison Co. of New York were 
among the most attention-getting 
talks made before the sixth annual 
sales conference of the Edison 
Electric Institute here last week. 

Dr. Dameron, professor of market- 
ing at Ohio State and a specialist in 
appliance merchandising (he was 
secretary of the Joint Merchandising 
Committee of the N.E.L.A. and 
N.R.D.G.A.) contends that the appli- 
ance industry has never really 
attacked the problem of selective 
distribution. 

“Too many dealers are in the busi- 
ness who aren’t and never can be- 
come good dealers,’ he declared. 
“Too easy credit encourages mer- 
chants who never should attempt to 
sell appliances to take a try at the 
business.” 

Unselective dealer distribution, Dr. 
Dameron believes, is a result of an 
“overdeveloped Jehovah complex on 
the part of some manufacturers.” 
With unselective distribution—set up 
originally because a manufacturer 
wanted to boast that he had several 
thousand dealers and “representation 
in every crossroads hamlet—it be- 
comes impossible for sales manage- 
ment to give adequate attention to 
the problems of the good dealers. 

The “godlike” national plans which 
follow such a policy as a necessity 
are resented and ignored by indi- 
vidual dealers, according to Dr. 
Dameron’s findings, and hence are 
often just so much waste effort. 

Dr. Dameron believes that more 
attention should be paid to the rural 
market, and to selling it by specialty 
methods. Those dealers who have 
been entrusted with this job haven’t 
come through. The farmer must be 
sold, not invited to buy. 

Utilities, he said, can be helpful 
with sales training and selection of 
salesmen, dealer education, and trade 
relations. He also advised the utili- 
ties to contribute as much informa- 
tion as they could develop to trade 
papers, in the interests of industry 
education and unity. 

Dr. Dameron made two criticisms 
of merchandising and sales promo- 
tion plans: 

(1) They are too complicated physi- 
cally—too complex and confusing. 

(Concluded on Page 4, Column 1) 


In One Ear, Out the Other 


And He Wins a $100 
Westinghouse Prize 


TULSA, Okla.—Schulter Cassidy 
Morgan “plays piano and he plays 
by ear’—plays it so well that he 
grabbed off the first prize of $100 in 
the song contest sponsored by the 
Westinghouse Electric & Mfg. Co. 
for the best company song. 

Mr. Morgan, who is employed at 
the Westinghouse office here, had his 
song selected from 66 entries sub- 
mitted by employes in plants and 
offices throughout the country. Hon- 
orable mention was voted H. Hanson, 
an inspector at the company’s works 
in Newark, N. J., and Miss Bertha 
Wells, an employe in the plant at 
Chicopee Falls, Mass. 

The winning song made its debut 
as a concert piece sung by the 
Westinghouse Club male chorus at 
the club house in Wilkinsburg, Pa. 
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Distributor -Dealer Doings 


Different Type of Contest Every Month Keeps 
Salesmen on Their Toes, Utica Dealer Finds 


(Concluded from Page 1, Column 3) 
Blowers” against “Cake Eaters.” 
And March sales have shown an 
encouraging increase. 

Tied-in with the World’s Fair 
theme, the March contest offers a 
free three-day trip to the Fair, with 
all expenses paid, to the salesman 
and non-selling employe who achieve 
the highest percentage in sales and 
sales-leads. 

Each salesman starts from Utica, 
and is credited with 12 miles toward 
the Fair for every $100 worth of 
appliances he sells. Every contestant 
will get railroad fare to the station 
he has reached when the contest 
ends—and he’ll have to travel to that 
city, no matter how small it may be. 


For the “pups,” or non-selling 
employes, the high man in sales- 
leads gets a trip to the Fair, with 
the top salesman. The others share 
in cash awards in proportion to their 
efforts. 


‘TAGGED’ FOR DISTANCE 


One requirement of the March 
contest was that all salesmen had to 
wear lapel tags bearing the name of 
the city they had reached in the 
competition. And the jibes that 
greet the low man in the contest do 
more than anything else to make 
him want to improve his position, 
Mr. Schwender finds. 

They don’t mind a “bawling out” 
from the sales manager, but they 
can’t stand the kidding they get from 
their fellow-employes. So they work 
their heads off to catch up with the 
leaders—and sales mount. 

During the March contest, prizes 
were distributed at a weekly meeting 
—at which a real “birthday cake” 
was the central piece. And the high 
men (Cake Eaters) actually ate the 
cake after the losers (Candle Blow- 
ers) had done just that. Weekly 
prize money, based on sales, is split 
up on an 80-20 basis—80% to the 
high salesmen, 20% to the high non- 
selling employes. And it’s done in 
front of the whole staff. 


CASH MAKES THE CONTEST 


Giving a cash (or merchandise) 
award of some kind is essential to 
the success of such a contest, Mr. 
Schwender says. Every employe 
enters into the spirit of the event, 
turns in prospect names, kids the 
losers and praises the winners, and 
thinks more about helping the com- 
pany’s business. 

Back of the whole contest idea is 
this basic plan: to get the entire 
organization, selling and non-selling, 
to think and act as a single unit— 
and to think in terms of sales. 

The store’s eight salesmen meet 
daily at 8 a.m. for a snappy discus- 
sion of the day’s doings. Each day, 
one of the men demonstrates an 
appliance to the rest—the idea being 
that if he can convince these, his 
severest critics, he’ll be well armed 
to meet the average housewife’s 
objections and questions. 

At 8:30, all employes meet in 
general session to review progress of 
the current contest, and to compare 
notes. Sales charts are in full view 
—and Mr. Schwender says there’s no 
need for him to jog the salesman 
who’s failed to follow up a lead the 
day before. The “pup” who gave it 
to him will take care of that. 


RIVALRY BOOSTS SALES 


Non-selling employes know that 
leads not followed may mean loss 
in cash to them... and they don’t 
allow the salesmen to forget it. In 
this way, a great deal of friendly 
rivalry is developed—and it all spells 
extra sales. 

“Spending a dollar inside your 
own organization is better than 
spending twice as much outside,” 
Mr. Schwender says. “It does more 
good inside than anywhere else. 

“T quit trying to be ‘smart’ three 
years ago. I quit worrying about 
the country’s business, and started 
concentrating on my own. Now I’m 
trying to see, and to sell.” 

When the “World’s Fair” contest 
closes, Mr. Schwender plans to set 
up a -daily contest, with prizes 
dependent upon attainment of a 


definite daily sales quota. He’s 
broken down his monthly contests 
into weekly events, through having 
prize money distributed every Satur- 
day—and he believes that the “daily” 
idea will be even more productive of 
immediate sales. 

The store’s salesmen sell all appli- 
ances. After they find the one the 
prospect’s interested in, they forget 
the rest—until some time after the 
sale, when they’re back to sell the 
“add-on” idea. Customers much 
prefer doing business with salesmen 
they know, Mr. Schwender believes. 


So rather than seek “specialists” 
on one appliance, the store prefers 
to train its men to be “all-around” 
salesmen, who can develop new busi- 
ness through old customers. 


One of Mr. Schwender’s principal 
reasons for favoring inter-staff con- 
tests, aside from the spirit of “one- 
ness” that it gives his organization, 
is its effect on early-season business. 

This early business, obtained when 
most other stores are “waiting for 
the season to open,” is the cream of 
the year’s crop, he believes. Com- 
petition is less keen, and prices are 
easy to maintain. Later, when it’s 
warmer, everybody will be out after 
sales . . . and then the season of 
price-cuts and false trade-in allow- 
ances will start. 

Off to this early start, Mr. Sch- 
wender figures, he can coast while 
the other fellows are sweating... 
and be money (and sales) ahead 
doing it. 


Illinois Distributor 
Moves To New Bidg. 


BELLEVILLE, Ill. — East Side 
Sales Service Co., distributor for 
Frigidaire refrigerators and com- 
mercial air conditioning, has moved 
from 512 E. Main St. into a new, 
modernistic building at 328 W. Main 
St. 


Company’s new home is finished in 
white Insulux glass, has a glass 
brick front, and a rubber-tiled floor, 
and provides an increase of 200% 
in display and selling space, J. E. 
Gram, president, declared. 


East Side Sales Service distributes 
in five southern Illinois counties, and 
predicts that 1939 will be a good 
year for air-conditioning sales, par- 
ticularly in the field of retail stores. 
Room coolers, recently added to the 
firm’s line, are being favorably re- 
ceived, said Mr. Gram. 


Service department of the com- 
pany celebrates its twelfth anniver- 
sary in April, and in that time has 
expanded so that its five men cover a 
radius of 150 miles around Belleville. 
Two men specialize in air condition- 
ing, two in commercial refrigeration, 
and one in refrigerator service. 


W. C. Wetterhold To Manage 
Good Housekeeping Shop 


WICHITA, Kan.—W. C. Wetter- 
hold, who has had 12 years experi- 
ence in the home appliance field, has 
been named manager of the Good 
Housekeeping Shop at 156 North 
Main St., here. He was at one time 
associated with the General Electric 
Co. 


Ruff Hardware Co. Named 
Westinghouse Dealer 


COLUMBIA, S. C. — The Ruff 
Hardware Co. has been appointed 
Columbia dealer for Westinghouse 
refrigerators, electric ranges, and 
other electrical appliances. 


W. B. Davis Co. Appointed 
Distributor By Gibson 


MEMPHIS, Tenn.—The W. B. 
Davis Electric Supply Co. has been 
appointed exclusive distributor for 
the Gibson line of electrical appli- 
ances. . 


Distributor Tells How Trade “Makes 
It Hard To Buy Appliances’ 


MILWAUKEE—Stating that “the 
distributor as well as the dealer can 
sometimes be accused of ‘making it 
hard to buy electrical appliances,’ ”’ 
Frank W. Greusel, president of 
Greusel Distributing Corp., speaking 
before the second all-industry meet- 
ing here last week, warned that 
obstacles in the mind of the buyer 
must be wiped out if the electrical 
appliance business is to be further 
developed. 

In contrasting the sales aids with 
the obstacles, Mr. Greusel cited these 
good points of appliance selling: 

“We figure out easy payment 
finance plans— 

“We send persuasive salesmen to 
prospects’ homes— 

“We maintain beautiful sales rooms 
and display floors— 

“We have charming young demon- 
strators go around explaining the 
uses of our devices— 

“We hold our prices down to a 
minimum so that electrical appli- 
ances are within the reach of every- 
one— 

“We render service beyond the 
reasonable point.” 


THE ‘BAD POINTS’ 


The contrasting “bad points” or 
obstacles to the smooth flow of trade 
were said to be: 

“We destroy popular confidence by 
either misleading advertising or un- 
reasonable trade-in allowances. 

“We hurt our long time public 
goodwill by offering excessive price 
cuts. 

“We get the customer wondering 
at occasional terms of ‘no money 
down.’ 

“We have been known to condemn 
our competitor’s products to the 
point where all comparable products 
are injured. 

“We have the customer dizzy when 
he looks over price lists that show 
a 50% range in the cost of the same 
article. 


DISCOUNT SELLING 


“Also we have let the public get 
pretty well wise to the appalling ex- 
tent of ‘courtesy discounts’ and the 
subsequent diversion of trade from 
retail channels.” 

These evils were said to make it 
hard and not easy for the public to 
buy electrical appliances, such un- 
sound trade practices destroying 
public confidence and putting con- 
fusion in the minds of prospective 
buyers to the point where their extra 
money may flow to some other 
industry. 

Mr. Greusel’s summary of the 
obstacles to appliance sales came 
after he had traced the development 
of the electrical appliance industry 
and shown the way it has developed 
in mechanical improvements and in 
the reduction of prices making it 
possible for more and more people to 
enjoy the comforts and conveniences 
offered by the many appliances. 


RETAILERS OUT OF STEP 


“Manufacturers have kept pace 
with these developments,” Mr. Greu- 
sel said, ‘and have met their respon- 
sibility to the consuming public. It 
is evident that the utilities have kept 
pace with developments and met 
their responsibility. This is proved 
by the fact that today families can 
buy the same amount of current for 
$111 that would have cost $282 in 
1926.” 

Wholesale and retail distribution 
outlets, on the other hand, have not 
kept an equal pace with develop- 
ments in the industry, it was said. 
The problems of the distributing 
branches of the industry and the 
situations developed by the popular- 
ity of electrical appliances were 
admitted to be difficult to solve. 


COST OF DOING BUSINESS 


“For instance,’ Mr. Greusel said, 
“only a limited number of elec- 
trical contractors have become suc- 
cessful appliance merchants. On the 
other hand, in the metropolitan 
Milwaukee area these diversified 
merchants distribute large and small 
appliances at _ retail: department 
stores, factory branches, contractor 
dealers, hardware stores, furniture 
stores, public utilities, neighborhood 
appliance dealers, national or retail 
chain stores, and miscellaneous 
dealers. 

“Comparing the cost of doing busi- 
ness we find several of these classifi- 
cations clashing badly with a vari- 


ance of from 24% to as high as 40%. 
It can’ readily be seen that the mer- 
chant with the low cost of doing 
business has an apparent advantage 
which just cannot be overcome as 
far as cost is concerned.” 

Proper consideration has not been 
given this “cost of doing business” 
and many dealers are doing business 
blindly and ending up the year with 
little or no profit, Mr. Greusel pointed 
out. The part that the distributor 
could play in developing dealers to 
become better merchants was em- 
phasized. 

Dealers with an operating expense 
in excess of 30%, and wondering how 
to meet the situation of dealers with 
lower overhead and overcome the 
apparent advantage of national or 
retail chain store and the depart- 
ment store, were advised to apply 
the principle that requires “thinking 
and courage.” 


INTELLIGENT SELLING NEEDED 


“First,” said Mr. Greusel, “deter- 
mine through proper accounting 
methods your exact cost of doing 
business, and second, when this has 
been accurately determined, refuse 
to accept any business that does not 
show you a profit—regardless of 
what some other dealer does. 

“However, the real solution to the 
problem is equally brief, ‘Better 
Product Knowledge’ and ‘Intelligent 
Selling.’ If you can accomplish this 
you will be in a class by yourself. 
A tremendous weakness’ extends 
through all the branches of our in- 
dustry in lack of selling ability.” 

Emphasizing the fact that success- 
ful salesmen are very often not 
exceptional men but are men who 
work methodically and steadily, Mr. 
Greusel suggested a 1939 program 
for dealers and salesmen. 


A PROGRAM FOR 1939 


1. Concentrate upon your neighbors 
—your trade area. 

2. Put your selling efforts to work 
on the “high income” replacement 
market. 

3. Key your service department to 
give better service and lead you to 
the replacement market. 

4. Sell your low-income market a 
trade-in model if they cannot afford 
a new appliance. 

5. Push the appliances which your 
customers can use economically. 

6. Advertise and promote appli- 
ances which will attract prospects to 
your store. 

7. Give your salesmen an opportu- 
nity to follow up leads made on the 
floor. 

8. Know the cost of doing business 
and sell only at a profit. 

9. “Improve your product knowl- 
edge.” 

10. “Sell Intelligently.” 


Orkil Expands Territory 
To Western Mass. 


HARTFORD, Conn. — Orkil Elec- 
tric Co., distributor for General 
Electric household and commercial 
refrigeration and appliances, has ex- 
panded its territory to include 
western Massachusetts and Windham 
county in Vermont. 

Orkil’s new area formerly was 
served by Breckenridge & Co., 
Springfield, Mass. 

Orrin P. Kilbourn, president of 
Orkil, recently was awarded first 
prize in G-E’s “Sales Ahoy!” cam- 
paign on washers and ironers. He 
received a scale model of the gun 
brig Lexington, which fought against 
the British in the War of Independ- 
ence. 

In the campaign, Orkil turned in 
sales 204.8% of quota to top more 
than 60 other distributors. 


South Bend Dealers To Hold 
First Electrical Exposition 


SOUTH BEND, Ind. — Electrical 
dealers of South Bend are sponsoring 
the city’s first electrical exposition to 
be held March 28 to April 2, exclu- 
sive, in the Granada Exposition build- 
ing here. 

Committments have been received 
for 47 dealer and manufacturers’ 
displays and the sponsoring com- 
mittee estimates that the value of 
exhibits will exceed $500,000. ,Ad- 
mission will be free. 


CANVASS 


By B. T. Umor —___ 


How They Get 


Business In Paris 


Detectives in Paris were baffieg by 
the occurrence of no less than 19 gas 
leaks within a few weeks in the same 
apartment. 

They finally arrested the maid who 
confessed to having fallen in Joye 
with the plumber who repaireq the 
first leak, and having Purposely 
caused the nine succeeding leaks to 
bring him back again. 

Moral is this. If you have a String 
of unexplained leaks in your refrig. 
erant line, you might check up op 
the service man’s profile to make 
sure that your kitchen help ign 
making love bloom amid the leakage. 

And everyone thought that sort of 
thing went out the door with the 
passing of the iceman. 


‘Dusty’s’ Old Clothes 


Ted Quinn, assistant editor, now 
down East, reports on the reaction to 
our picture of “Dusty” Rhodes, ang 
the note about his being one of 
America’s 20 best dressed men. 

He writes that Charlie Logan of 
Superior Valve said he walked into 
Mr. Rhodes’ office the morning after 
he got his copy of that issue, and 
found “Dusty” enjoying a hearty 
laugh, at his own expense. In fact 
he seemed to get a big kick out of 
the whole thing, according to Logan, 

“Dusty” said that there was only 
one thing about it that might cause 
him trouble—that all his former 
college classmates would read of his 
newly found distinction, and start 
borrowing his clothes again. 


Note: Old B.T.U. hastens to put 
in a bid for that marvelously multi- 
colored sport coat which he observed 
at Hot Springs last season. It would 
knock ’em cold at the Detroit Horse 
Show. 


* * * 


Poor Territory 


For Refrigeration 


Admiral Byrd announces that he 
will soon make another Antarctic 
voyage to claim a million or 8 
square miles for the United States. 
Even with all the coal the Admiral 
promises to uncover, the claiming of 
this vast frigid area doesn’t give us 
much of a thrill. What a heck of a 
market for refrigeration in all that 
sub-zero expanse. 


* * & 


Air-Conditioned Still 


Them “revenooers” will have t 
have sharper noses than ever Now, 
for air conditioning has entered 4 
new and (even for it) unusual field 
—the making of illicit liquor. 

Federal agents reported seizure of 
a 10,000-gallon air-conditioned still 
in Cheektowaga, N. Y. Theodore W. 
Dreesen, agent in charge of the 
Buffalo office, said the device wa 
equipped with electric blowers, to 
remove odor. 


* * * 


Back Broke, Not His Spirit 


From ‘way down South comes the 
report that an appliance salesmé! 
landed two good sized orders from 
people who visited him while he was 
in the hospital recovering from ® 
fractured backbone. 

We know a lot of good Souther? 
doctors, but somebody must hat 
diagnosed wrongly in this °# 
Something might have been 
matter with this salesman’s back «:’ 
but it’s a cinch his real backbone 
wasn’t affected. 


* * # 


Pre-Season Warning 


For Theatre Operators 


That popular song “Have . 
Forgotten So Soon,” has one as 
that goes “and have you fore 
those air-conditioned movies 
gave us a cold.” It should be 
season warning to installation 


and movie managers. 
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here’s More Business at a Profit 


Kelvinator Reach-In Refrigerators powered by new Silver 
Jubilee Condensing Units. Kelvinator responsibility covers 
the entire equipment. 


in the 


Kelvinator Self-Contained Water Coolers for city 
or bottled water. Complete series of models to 
give you coverage of the many types of prospects. 


PLETE KELVINATOR COMMERCIAL LINE 


Kelvinator Commercial Refrigeration Equipment includes 
Beverage Coolers for beer and bottled beverages. Adds 
new customers and new sales to your books. 


F COURSE, there is no substitute 

for hard work in any kind of 

selling. But hard work alone can- 

not bring you a profit in the com- 
mercial refrigeration business. 


The line must be complete to 
cover the needs of all prospects. 
With Kelvinator you have equip- 
ment that includes reach-in refrig- 
erators with the refrigerating sys- 
tems “engineered-in” at the factory 
..and a complete line of cooling 
units and Silver Jubilee Condensing 


didn’t have what the customer 
required. 

Into every piece of this Kel- 
vinator equipment has been built 
the experience gained through 25 
years of constant improvement. 
That means faithful and econom- 
ical operation that makes your 
customers real boosters for your 
business. 

No worry about prices, as Kel- 


vinator gives you both performance 
and price. In fact, Kelvinator’s 


Condensing Unit prices are the 
lowest per Horsepower in our 
history. 

But Kelvinator goes still further 
and provides you with a Sales 
Production Line Plan of selling. 
This plan is not based on guess- 
work but has been proved 
throughout the country. It is 
typical of Kelvinator’s policy of 
helping you ¢o sell rather than 
urging you fo buy. 

Doesn’t this add up to the kind 
of franchise that re- 


Units for installa- 
tion in fixtures that 
need not be replaced. 
Add to that a com- 
plete line of bottled 
beverage coolers and 
self-contained water 


Kelvinator's line of Air-Cooled Condensing 


Water-Cooled Condensing Units from '/3 to 


sults in more com- 
mercial refrigera- 
tion business at a 
profit? 

If you would 
like to have more 


information just 


20 H.P. Kelvinator power plus economy for 
jobs big or small. 


Units available from 4 to 5 H.P. at the lowest 
price per horsepower in Kelvinator history. 


coolers. No “missed 
sales” 


send in the coupon. 


because you 


KELVINATOR, Division of Nash-Kelvinator Corporation, [i 
Dept. K-49, 14250 Plymouth Road, Detroit, Mich. 


a Gentlemen: 
I'd like to know more about your commercial 
line. 


elvinator ’ 
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Major Cppliances 


EE... Hears Manufacturers’ Distribution & 
Sales Plans Criticized, Roaster Praised as 
Load Builder, & a Plea For Low-Cost Homes 


(Concluded from Page 1, Column 5) 
(2) They are not sold to the trade. 


,It’s one thing to work out an 
elaborate merchandising plan, Dr. 
Dameron pointed out, but an alto- 
gether different thing to get the 
dealer to use it. His research indi- 
cates that the better dealers often 
aren’t sufficiently sold on the plan 
to make much use of it, and that the 
poorer dealers either can’t under- 
stand it or are inadequately equipped 
or prepared to put it into effect. 


URGES MEETINGS ‘IN SEASON’ 


Manufacturers should confer fre- 
quently with dealers during the sell- 
ing season, Dr. Dameron suggests. 
There is a changeable quality to 
appliance selling, and oft-times pro- 
grams planned at the end of one 
season are quite out-of-date and even 
inapplicable half-way through the 
next. Advanced timing and coordina- 
tion should get gratifying results, he 
maintains. Furthermore, “consulta- 
tion will bring cooperation.” 

As for sales training courses, he 
feels that they are too costly, and 
that too much emphasis is placed on 
product education. More time should 
be spent on teaching the dealer and 
salesman the actual selling process. 

“Product information is paraded as 
sales training,” he noted, “whereas 
how to handle the prospect is im- 
portant to know, too.” 


ADVICE IS NEEDED 


He finds that dealers want more 
price protection, model stabilization, 
better educational helps. Dealer 
educational material, they complain, 
is all “how to sell,’”’ when what. they 
need is “how to run a business.” 

Forced by the luncheon bell to 
conclude before he had reached the 
end of his dissertation, Dr. Dameron 
remarked without amplification that 
“selling wholesale to consumers is 
demoralizing the appliance market.” 

Mrs. Mary Davis Gillies of Mc- 
Call’s magazine presented a most 
thought-provoking set of criticisms 
of appliance manufacture and mer- 
chandising, which are published in 
full on page 8. Her criticisms could 
perhaps be summed up in the ob- 
servation that appliances are “easier 
to buy than to use.” Most service 
calls—and much of the failure to use 
appliances—she declared, can be 
traced to inadequate or faulty house 
wiring. 


JEFFE DEFENDS PLAN 


After O. R. Doerr of Pacific Gas 
& Electric Co. (San Francisco) had 
told the utility men that the “indus- 
try should occasionally depart from 
its load building efforts to put into 
the hands of the underprivileged 
inexpensive electrical appliances 
which are so cheaply operated that 
they create goodwill out of all pro- 
portion to the money involved,” 
E. F. Jeffe, Consolidated Edison Co. 
(New York), told how his “bargain 
package” campaign had sold $5,600,- 
000 in small appliances during the 
last four months of 1938. 

Contrary to the cries of dealers, 
Mr. Jeffe said, more electrical appli- 
ances were sold in New York during 
that period than in any comparable 
period in the history of the business, 
while sales of all appliances, not just 
those concerned in the bargain pack- 
age (radio, iron, toaster, and floor 
lamp) held high levels. 

These four items would normally 


have sold for a total price of $53.25. 
Consolidated Edison put them out at 
$24.50, with terms of $2 down and 
$2 a month. More than 238,000 pack- 
ages were sold. 


BUILDING BOOM NEEDED 


J. M. Follin, chief of the Federal 
Home Building Service Section, de- 
clared that Miami, Washington, and 
Detroit are leading the nation’s cities 
in new home building. He declared 
that 500,000 new home units would 
be needed annually for the next 10 
years to catch up with the nation’s 
needs, and predicted that ways and 
means of getting this building boom 
under way would be found. 

The Home Owners Loan Corp., he 
disclosed, had refinanced over a 
million homes on long terms at 5% 
interest. And the Federal Housing 
Commission, through its insurance of 
mortgages, had brought mortgage 
financing money out of hiding, he 
claimed. 


SOME BUILDING PROBLEMS 


Those who doubt the “inevitability” 
of a housing boom are asking the 
following questions, he noted: 

1. Will economic conditions induce 
long-term commitments? 

2. Can houses be sold at sufficiently 
low prices? 

3. Can building costs be reduced 
and stabilized? 

4. Will the jerrybuilding practices 
which wrecked the last boom be 
repeated ? 

5. Will confidence in home owner- 
ship be restorea? 

Costs of home building must be 
reduced sharply, he insisted, if the 
real market is to be tapped. One 
half the nation’s family incomes 
amount to less than $1,500 annually. 
They can afford from $20 to $40 
monthly for shelter. Very few homes 
are being built today which can be 
amortized for such low figures, he 
declared. 

Prefabrication is much to be de- 
sired, he believes, because it will 
reduce prices and eliminate so much 
shoddiness in construction. But it 
hasn’t been accepted as yet by the 
public. 


LAND COST LOWER 


Land costs for home building are 
now lower, he pointed out, because 
houses are smaller (the average 
family is the smallest today in the 
history of the nation), and there are 
fewer “accessory” buildings. Today 
just the home and the garage are 
put on the lot, and often they are 
combined. 

Under the alliterative and poetic 
title of ‘“‘The Roaster Rides the Road 
to Revenue,” R. M. Oliver of West- 
inghouse advocated strong utility 
push behind current roaster selling 
campaigns. 


ROASTER BUILDS LOAD 


Last year more than 22 million 
residential customers paid an average 
of $2.98 per month for electric serv- 
ice, he pointed out. If the industry 
could sell one million electric roasters 
per year for the next three years, 
four out of every 30 of these bills 
would be increased 28%. 

The total would be well over 
$60,000,000 in added revenue per 
year after the third year. 

The average annual residence elec- 
tric bill has increased 9.6% since 
1933. It would be necessary to add 
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Bee Bares 


sell more Copelands 


because they‘re priced fo sell! 


Today’s market is price-minded. Copeland's low 
price means “lower-down-payment and easier terms” 
and those are magic words! 
Copeland’s extraordinary proposition. Write today! 


Get the facts about 


frigeration Corporation 


Sidney, Ohio 


only one electric roaster to a home’s 
appliances to triple this increase. 
The sale of a million roasters per 
year for three years would step-up 
every residence electric bill in the 
United States an average of 7.6%. 
‘This would be within 2% of the total 
increase secured through the last five 
years of aggressive merchandising 
effort on all appliances, including 
lighting. 

Based on last year’s average retail 
price of $22.17, utilities and dealers 
would share more than $66,000,000 
in additional gross merchandise sales. 

If 10% of these roaster pur- 
chasers became electric cookery con- 
scious and later bought electric 
ranges another $49,500,000 in retail 
sales could be added; bringing the 
total to more than $109,000,000. This 
is more than half the total retail 
value of all electric refrigerators 
sold last year. 


HELPS RANGE SALES 


“Every roaster user is a pre-sold 
electric range prospect,” maintained 
Mr. Oliver. “Those of you who are 
aggressively promoting both electric 
ranges and roasters know this to be 
true. Why? Because a roaster user 
knows that electric cooking doesn’t 
cost as much as she previously be- 
lieved. She knows perhaps for the 
first time in her life that electricity 
will cook as well as run the vacuum 
cleaner and light the living room. 
She learns that electric cooking is 
both practical and economical.” 

The Central Hudson Gas & Electric 
Co., he noted, last year put its entire 
efforts behind electric roasters rather 
than ranges. Despite this condition, 
the electric range business in this 
territory ran on a par with 1937 
when the company was actively 
promoting ranges. 

“Every electric utility with an 
electric cooking rate has a made- 
to-order powerful closing argument 
for an electric range,’”’ continued Mr. 
Oliver. 

“Average monthly electric bills 
shown by a recent survey were 
$5.52 with the range and $4.00 
with the roaster. The difference—or 
total additional cost of enjoying 
complete electric cooking with an 
electric range is only $1.52—a saving 
of approximately 1 cent per kilowatt 
hour on all electricity purchased each 
month. If an electric water heater 
is added, the saving is even greater. 
Where is there a smart appliance 
salesman who can’t go to town on 
that kind of a closing argument?” 


WHAT IS NEEDED 


To achieve sales success, he con- 
cluded, the electric roaster must 
have: 

1. Enthusiastic support of top 
utility management. 

2. Year-around activity tying in 
with Modern Kitchen Bureau and 
manufacturer programs. 

3. Utility employe ownership and 
selling support. 

4. Intensive local advertising by 
utility, department store, and dealer. 

5. Continuous retail window and 
floor display. 

6. Frequent sales-building demon- 
strations for employes and customers 
in groups and in the home. 

7. Specialty selling effort. 

8. Extra compensation for retail 
sales people. 
9. Local 

stimulus. 


“use the user” sales 


New Water Heater Rate 
In Georgia Power Area 


ATLANTA~—Sales of electric water 
heaters in this area should be helped 
by the new electric water heater 
rates put into effect March 1 by 
Georgia Power Co. 

The new water heater rate covers 
the entire 24 hours, and makes it 
possible for a family to use a smaller 
heater than under the previous con- 
trolled rate, reducing first costs. 
Current rates are somewhat higher, 
but it is believed this will be offset 
by the smaller amount of energy 
required. 

Rates are applicable only to resi- 
dential or commercial storage water 
heaters in which energy is supplied 
through a special circuit sealed in 
metallic raceway, and to which no 
other appliances may be connected. 
The company, in its schedule filed 
with Georgia Public Service Commis- 
sion, reserves the right to return to 
controlled service if and when later 
conditions make it necessary or de- 
sirable, at which time the rates 
would apply only to existing installa- 
tions, and would not be available to 
new water heater users. 


G-E ‘Viking’ Range Is 
Designed For Lower 
Income Brackets 


CLEVELAND — Intended as a 
“feeler” for potential electric range 
markets as yet untapped, the “Vik- 
ing” model has been added to the 
range line of General Electric Co. 


Equipped with three Calrod sur- 
face units offering five speeds from 
simmer to superheat, a_ twin-unit 
oven with five heat applications, and 
a six-quart thrift cooker,’ the 
Viking boasts many of the features 
usually found only on more expensive 
models. 


The one-piece, electrically welded, 
porcelain enameled body of the range 
is built to the floor, and has a con- 
tinuous toe-cove across the front. 
Cooking surface and backsplasher 
also are made of a single piece of 
steel finished in stain-resistant porce- 
lain enamel. Switches are located on 
the backsplasher. A smooth panel 
replaces the lower storage drawers 
of the higher priced ranges. Other 
features include a no-stain vent and 
a timer-controlled appliance recep- 
tacle. 


Two of the Viking’s surface units 
are rated at 1,300 watts, the third at 
2,100 watts. Stain-resistant metal 
pans under these units may be 
slipped out and washed. 


Oven is available with either open- 
coil or Calrod units, easily removable 
for cleaning. Equipped with two 
baking speeds and two broiling 
speeds, the oven is said to pre-heat 
quickly. A broiler meter on the oven 
wall eliminates guesswork in placing 
food at a proper distance from the 
unit. Both open shelves slide and 
one is reversible. A lock stop pre- 
vents tipping. The no-stain vent is 
claimed to maintain proper humidity 
in the oven and to keep adjacent 
walls clean. 


At slight additional cost the upper 
storage drawer can be converted into 
a warming compartment by install- 
ing a _ thermostatically controlled 
750-watt Calrod warming unit. 


Feb. Washer Sales Best 
Since September, 1937 


CHICAGO — Highest one-month 
total shipment of washing machines 
since September, 1937 was recorded 
in February when factories turned 
out 129,885 units, it is revealed by 
statistics just released by the Ameri- 
can Washer & Ironer Manufacturers’ 
Association. 


February shipments of washers 
were 37.1% greater than for Febru- 
ary, 1938 and were 18.17% greater 
than for January, 1939, the latter 
month’s total being 62.81% more 
than that for December, 1938. 

Two-month total for 1939 (January 
and February combined) was 239,794 
washers, 43.29% greater than ship- 
ments in the corresponding period 
of 1938. 


A total of 8,106 ironers were 
shipped in February of this year, the 
statistics show, as compared with 
8,208 in January, 1939, and 10,823 in 
February, 1938. 


Ashbach Named Appliance 
Manager of Goldblatt’s 


CHICAGO—Leonard Ashbach, di- 
visional merchandise manager of 
Goldblatt Bros. department store 
here, has been promoted to the posi- 
tion of merchandise manager in 
charge of all major appliances, ra- 
dios, toys, sewing machines, and floor 
coverings. 

Mr. Ashbach joined Goldblatt’s six 
years ago as buyer of radios and 
appliances, after having been with 
Hartman Furniture & Carpet Co. for 
10 years. 


All-Electric Kitchen Features 
Carolina Dealer’s New Store 


ASHEVILLE, N. C.—An all-elec- 
tric kitchen features the showroom 
of the appliance store opened here 
by Rogers Plumbing Co. This dealer: 
ship is handling the complete line 
of Westinghouse appliances, G-E oil 
burners, and Butler automatic stok- 
ers. F. V. Miller, manager of the 
store, has C. W. Penland as am as- 
sistant. 


Dealers’ Objection To 
$1.50 Pickup Charge 
Slows N. Y. Drive 


(Concluded from Page 1, Column 4) 
boxes. The Edison company pays $5 
and the dealer pays the balance of 
$4.50, except in the case of Crosley, 
Stewart-Warner, and  Universa) 
whose distributors contribute 
leaving the dealers $2.50 to pay. 


The $1.50 pick-up charge added to 
the $4.50 allowance means that the 
dealers pay $6, as compared with $5 
by the utility and nothing by dis. 
tributors of all but three makes of 
refrigerators, the Brooklyn dealers 
complain. 


J. E. Hardee, member of the 
advisory board of the Queens <iealer 
group, also has protested against the 
pick-up charge, it was learned. Mr 
Hardee suggests that the charze he 
dropped altogether, not passed on to 
or shared with distributors. 


“If Edison expects the dealers to 
sell 100,000 refrigerators in this 
drive,” he declared, ‘‘that means that 
there may very likely be 100,000 olq 
ice boxes traded in, or $150,000 spent 
by the dealers unnecessarily. I think 
that expense can well be avoided.” 


Coal, Wood Range Firm 
Enters Electric Field 


SOUTH BEND, Ind.—Malleable 
Steel Range Co., manufacturer of 
coal and wood ranges for 41 years, 
has entered the electrical field with 
the “South Bend” electric range, 
scheduled for production early in 
April after being introduced at pre- 
liminary showings at the South Bend 
electrical appliances show. 

Five models comprise the new 
South Bend range line, including 
deluxe, standard, kitchenette, bunga- 
low, and combination styles. The 
combination model has an electric 
oven and an oven for wood or coal, 
and is designed for rural homes 
where the kitchen stove must he 
used for heating in winter as well 
as for cooking. 

Standard design provides for five 
variations of heat—high, medium, 
low, very low, and simmer. All cir- 
cuits have stove-top pilot lights s 
that the current cannot be left on, 
it is claimed. 

The ranges have one-piece tops 
with no welding, and have legless 
bases. 

Enameling division of the factory 
is being expanded, said John J. 
Woolverton, Sr., president of Malle 
able Steel, and it is expected that 
150 employes will be working when 
production: starts. 


Portable Electric Steam 
Radiator Introduced 


DETROIT—A_ portable electric 
steam radiator, called the “Electre- 
steem,” providing steam heat by 
plugging the unit into a wall socket, 
is being manufactured by the Electric 
Steam Radiator Corp. 

The radiator has no pipes, and 00 
special wiring is necessary. The 
unit is said to create a high volume 
of warmth by picking up cold a 
from the floor, heating it, and thus 
causing it to circulate to all parts o 
the room. 

Safety in operation is among th 
features claimed for the new radia 
tor. There are said to be no poison 
ous gases or noxious fumes created. 
The company also points out thal 
there is no flame or exposed elemelt! 
to dry the air and reduce the oxys®" 
or to create fire hazards. 

It is said to consume no more 
electric current than a model 
domestic electric iron or toaster 
using less than a kilowatt per gr 
Water used in the operation b 
checked every 30 days to assul 
efficient operation. F 

The radiator weighs 40 |bs., #” 
is furnished with a carrying handle 
so that it may be carried to 8" 
room in the house. It is 23 inches 
long, 22 inches high, 8 inches wide, 
and has 18% square feet of radia : 
surface. It is furnished with ™ 
neutral colors—ivory and W 
bonderized against rust. into 

The radiator can be plugged “ 
any 110 or 120 line universal 4° ; 
d.c., 25, 50, or 60 cycles. § f 
wattages or voltages for boats ™ 
factories can be obtained. Price 
the unit is $39.50 f.o.b. Detroit. 
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| A Finer GE Refrigerator 


with Selective Air Conditions 


Look to General Electric for leadership! 


with an all-steel cabinet! FIRST with stain- 
less steel super-freezer, sliding shelves and 
other notable contributions! And now 
General Electric gives you perfected 
SELECTIVE AIR CONDITIONS. 


“SEE G-E ! ‘“ That’s the hot-tip among 
refrigerator shoppers this year. The 1939 
General Electric is jam-packed with new 


Sub-Freezing Storage ¢ Low tosohis High Humidity new ° tie Humidity, Moderate Temperature Storage © Safety-Zone Storage value, new features, new conveniences. It 


at low cost. No other refrigerator keeps foods looking has everything needed for thr ifty, conve- 
and tasting better, or retains more of the health-giv- nient, safe preservation of food, and is 


G-E’s different combinations of temperature and 
humidity keep foods at their fullest, finest flavor and 
provide the most practical method of food preservation 


Here’s Why G-E 
Great ‘Value of the hone 


1 Selective Air Conditions perfected at world’s greatest 
electrical research laboratories. 


2 Stainless steel super-freezer with removable shelf. 
3 Fast freezing, easy releasing Quick-Trays. 

4 Easily adjustable storage space, sliding shelves. 

5 All-steel cabinet, one-piece porcelain interior. 

6 Simple, quiet, sealed-in-steel Thrift Unit. 

7 Forced-feed lubrication and Oil Cooling. 

8 Enduring economy proved by 13-year record. 

9 Thrifty in price, in current, in upkeep. 


oy THRIFT UNIT 
daddy of ’em all! If 


Ce Mette e Ome ¢ ate 


met [| RESEARCH KEEPS G-E YEARS AHEAD! 


General Electric has built more sealed refrigerating ‘mechanisms 
than any other manufacturer—and is the originator of the 5-year 
Performance protection plan. From the famed General Electric 
"House of Magic” came forced- ‘feed lubrication, oil cooling, acoustic 
mufflers and “floating power.” These advanced features of the G-E 
Thrift Unit assure quiet operation, low current cost and long life. 
General Electric Co. , Specialty Appl. Div., Nela Park, Cleveland, O. 


See G-E “House of Magic” at both World Fairs 


GENERAL | 
Tile Tht 
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, ing vitamins Jonger, than does the new 1939 G-E. priced lower than ever before. 


_ 


Ye 


) ELECTRIC 


REFRIGERATORS 


FIRST with the sealed mechanism! FIRST 
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| Cpecialty Gelling Methods 


Be an ‘Explorer’, Be a ‘G-Man,’ Says Sales 
Textbook Issued By Kelvinator Institute 


DETROIT—How to become a suc- 
cessful salesman—in seven steps—is 
set forth in the “Institute Sales 
Formula,” one of the textbooks in 
the inaugural courses of Kelvinator’s 
National Salesmen’s Institute, now 
launching its nationwide educational 
activities. 

More than 2,200 salesmen em- 
ployed by Kelvinator dealers already 
have enrolled for the training. 

Aimed at salesmen and dealers, 
the book outlines the ‘seven steps 
to success” in graphic fashion, as 
follows: 

1. Be an explorer. Amplified, this 
means to explore your immediate 
sales territory, constantly, thor- 
oughly, faithfully, in order to locate 
every possible prospect. 

2. Look before you leap. In other 
words, plan your sales presentation 
carefully, overlooking no bets, before 
you go out to see your prospect. 

3. Be a town crier. Win inter- 
views with prospects by winning at- 
tention. And overlook no opportu- 
nity to call your product and its 
fine points and advantages to the 
attention of a maximum number of 
people. 


4. Be a G-Man. Separate the 


and competitive objections. Strive 
always to make forward progress. 

7. Be a radio announcer. Like the 
smooth-voiced men who man _ the 
nation’s radio microphones, ask fre- 
quently for the order—and mean it. 

Before it launches into its descrip- 
tion of the seven steps necessary for 
success in salesmanship, the book 
defines and interprets the four stages 
of the fundamental learning process. 

“Everything we ever learned and 
which became a habit was learned 
as the result of a four-stage process,” 
says the book, in this connection. 
“The word ‘training’ means to de- 
velop until we reach the stage of 
habitual use. All of us went through 
this process when we learned to read 
and write—to button a_ shirt—to 
handle a fork, or to drive a car. 
All salesmen go through this process 
when they ‘learn by experience.’ ”’ 

The four stages, as outlined in the 
book, are: 

1. The stage of acceptance of a 
new idea. 

2. The trial application of that 
idea. 

3. Personalization of the idea until 
it becomes part of our thinking and 
our ways. 

4. Continuation of the stage of 


Cincinnati Show Brecks 
Attendance Records 


CINCINNATI—Swinging wide its 
doors to admit a_ record-breaking 
opening-day throng, exceeding by 
more than 1,000 persons the first-day 
crowd last year, Cincinnati’s seventh 
annual Electrical Progress Exposi- 
tion started off with a bang at the 
Union Central Annex here last 
week. 

Well over half a hundred displays 
of electrical appliances and all sorts 
of electrical household equipment 
formed the “meat” of this show, 
while the ‘dessert’ consisted of two 
contests for which cash prizes were 
awarded, a booth in which broad- 
casts of facsimile (the new art of 
printing by radio) were received, 
and entertainment by “Oscar,” the 
mechanical hillbilly from Hog Jaw, 
Ky. 
First of the contests was a daily 
attendance-estimating affair, with a 
total of $700 being awarded during 
the duration of the show. Second 
attraction of this type was a contest 
in which participants were invited to 
pedal a stationary bicycle attached 
to a small generator. Prizes of $10 
each were awarded to the man and 
women registering the most elec- 
tricity in one minute. 

On opening day, the Cincinnati 
Times-Star, co-sponsor of the show 
with Cincinnati Electrical Associa- 
tion, published a 20-page exposition 
supplement in which news and fea- 
ture stories about exhibitors and their 
products, as well as all sorts of appli- 
ance advertising, was sandwiched in 
with regular news of the day. 

The following member-firms of the 


It’s Done With Mirrors 


This display to demonstrate how a vacuum cleaner works is permanently 
A mirror enables the prospect to watch the 


attached to the counter. 


demonstration. 


Distributors Must Teach and Encourage 
Dealers If They Want More Sales 


By Ellis Chaney, Ellis Chaney Co., Norge Distributor, San Antonio, Tex. 


A few weeks ago we had our 
dealers together for a presentation 
of the 1939 lines of appliances. There 
were approximately 150 men and 
women present, including dealers, 


plain in simple, understandable lan- 
guage to his men, or his dealers, the 
meaning of those technical terms 
and expressions that come out of the 
engineering department of the fac- 
tory, how can he expect his men, or 


“suspects” from the prospects, the : rere : their salesmen, our own personnel, 
chaff from the wheat. If this is so ay sero —~ ; . ss pe cg r ho egg Page ae and invited guesta. Factory repre- | his dealers, to inform the public? 
consistently and efficiently, muc ressing e value of accepung ’ | sentatives related the changes and Such terms carry importance, carry 


waste motion will be avoided. 

5. Be a columnist. Like Walter 
Winchell and his colleagues, tell 
ALL—all about your product and its 
benefits. 

6. Keep in forward gear. Keep 
selling at all times, despite cost 


and trying out new ideas, the book 
declares: ‘“‘A new idea, unused, bene- 
fits no one. But a new idea, device, 
thought, or piece of information, 
when carried through the four-stage 
process, results in permanent and 
maximum value.” 


Graded Trade-In Values Plus Friendly Attitude 
On Payments Keeps Herb-Bailey Sales on Increase 


ARDMORE, Okla.—Surprised again 
was W. H. Bailey, co-owner with 
Cc. W. Herb of the MHerb-Bailey 
Electric Co., Norge dealership here, 
when he found that his store’s sales 
for 1938 were greater in both unit 
and dollar volume than those during 
1937. 


pect a greater trade-in allowance on 
the higher priced models. 

Disposing of trade-ins causes no 
problem at all, according to Mr. 
Bailey. The company has a waiting 
list of prospects for small used re- 
frigerators in good condition, and all 
such boxes received are quickly sold. 


Harten-Knodel Distributing Co.; Tri- 
State Distributing Co.; Schuster 
Electric Co.; Crosley Distributing 
Co.; General Electric Supply Co.; 
Griffith Distributing Co.; York Supply 
Co.; Frigidaire Corp.; Kelley-Mason 
Co.; Gies, Inc.; Krauss Distributors, 
Inc.; Johnson Electric Supply Co. 
Graybar Electric Co.; Appliances, 
Inc.; Cincinnati Gas & Electric Co.; 
B. & B. Electric Co.; Eureka Vacuum 
Cleaner Co.; Maytag Washer Co.; 
Moeschl-Edwards Co.; Crosley Corp.; 
Welsbach Sales Co.; Estate Stove 
Co.; Standard Air Conditioning Co. 


G-E Devises Demonstrator 
For Vacuum Cleaners 


BRIDGEPORT, Conn.—The “Ma- 


improvements in the new lines; 
films were shown bringing out the 
sales and advertising plans. 

But in spite of the displays, the 
sales talks, the showing of the films, 
and all the efforts put forth in the 
presentation of these new appliances, 
unless we had a constructive, pro- 
gressive follow-up program, little 
could be accomplished. 


SOME EXPLANATIONS 


There are several explanations for 
this statement, which might be 
enumerated as follows: 

1. Regardless of the importance of 


the meeting, there is never a full 


attendance of dealers. 

2. Regardless of the efforts put 
forth by the manufacturer and the 
distributor, no dealer ever returns to 


potential sales possibilities. But un- 
less they can be broken up and 
expressed in a manner that will be 
readily understood by the laymen, 
they are worthless. So, here again, 
I show the importance of a follow-up 
for distributors among the dealer- 
organization. 


SPLENDID OPPORTUNITY 


Seasonal sales offer a_ splendid 
merchandising opportunity among 
certain major appliances. It is easier 
to show the need for such appliances, 
easier to arouse the interest of the 
housewives, and easier to close the 
sales. In taking advantage of this 
opportunity, however, the fact should 
not be overlooked that there is a 
year-around market for _ ranges, 
water heaters, washers, etc. Con- 


3 , 
ae Each year Mr. Bailey confidently | Trade-ins not worth resale are ic Demonstrator,” a box-like ar- | his place of business with a full and 
Z .:) expects the local saturation point in | scrapped, after all usable parts have cana permanently fixed at the | complete understanding of the mer- pc ities aa de ps Ha 
: household refrigerator sales to ar- | been salvaged. edge of the dealer’s counter for the | chandise and the sales and advertis- anne sales with tl major 
rive, but last year’s total of 74 sales, Herb-Bailey salesmen are en- | gemonstration of vacuum cleaners, | ing plans arranged to support it. cuatianaes, ts bas eieenh eo 0 Ot 

compared to 70 for 1937, again | couraged to talk performance, not | has been designed by General Elec- 3. There are seasons of the year pe cr “a should a ates’ on . 

knocked his predictions and expecta- | price, and to continually try to “sell | tric Co.’s vacuum cleaner section | which, because of their nature, ’ p wala 

tions into a cocked hat. up” prospects into the higher price here. bring about a greater need for some In respect to the fourth point; I 
a But Mr. Bailey hasn’t given up. | brackets. To help accomplish this, In chrome, blue, and orange, the | Of the major appliances, and the dis- ected ol poe gn Mg yo 


He still believes that the saturation 
point will soon be reached, and that 
then sales will level off to about 50 
units annually, this demand arising 
from replacements and from _ the 
needs of newly married couples. 
Trade-ins are involved in about 
50% of the store’s sales, and in every 
such instance the company attempts 
to sell the customers a box of 
higher quality than the one being 
turned in. This attempt to push the 
“quality” models in the line, rather 
than the lower priced “leaders,” is 
helped along by the fact that the 
store offers every replacement pros- 


Consumer’s Digest reports are some- 
times used. 

What instalment paper the store 
cannot sell to finance companies, it 
handles itself; and 99% of this 
“questionable” paper pays out, not 
only in actual cash, but in goodwill 
which invariably leads to future 
sales. 

In the case of illness of time- 
payment customers, the store carries 
the payments until the bread-winner 
of the family is well again, and no 
box is ever repossessed if payments 
are temporarily discontinued because 
of sickness. 


Ansul provides the mest usable 


inders are sized to fit your particular needs. 
Six different-sized cylinders for Ansul SO,... 
seven for Ansul CH;Cl. You can appreciate 
the convenience and economy. AC-8-8 
ANSUL CHEMICAL COMPANY e MARINETTE, WIS, 


SULPHUR DIOXIDE 


ae 
METHYL CHLORIDE 


demonstrator features the “under- 
neath action” brilliantly lighted and 
visible by the use of a reflecting 
mirror. 


The “three dirt” story is used, with 
a dirt-detector magnifying glass 
through which the prospect is able 
to follow the action of the motor- 
drive brush and to check the results 
in the rug swatch being cleaned. 

Display is self-contained, including 
dirt samples, rug swatches, folders, 
and other equipment. 


Dealers who use the demonstrator 
actively will receive a special window 
plaque. The demonstrator occupies 
about one square foot of counter 
space and is at the prospect’s waist 
level. 


Slitad vee Sap cm er 


The most efficient and quip t made 
for handling refrigerators safely and without 
scratching or marring. Pad is separate from 
harness and both adjustable to all styles and 
sizes of cabinets. 
Efficient, sturdy, 
easily and 
quickly applied. 
Adjustable Pad, 


Name of refrig- 
erator attrac- 
tively lettered 
on pad at 50¢ 
extra. 

f.o.b. Chicago. 


Write for fold- 
er and prices on 
pads for refrig- 
erators, washers, 
ironers, ranges, 
radios, etc. 


Pat. Appl'd for 


tributor must encourage the dealer 
to take advantage of these oppor- 
tunities and cash in on them. 

4. Some of the appliances brought 
out by the manufacturer would fail 
through lack of sales effort if the 
distributor did not get out and en- 
courage the dealer to put the proper 
sales efforts behind them. 

At the meeting previously men- 
tioned, we had an attendance of less 
than 66% of our dealers. This means 
that more than one-third of our 
dealer-organization was not on hand 
at one of the most important meet- 
ings of the year. 


ONE-THIRD ‘UNTAUGHT’ 


It means that more than one-third 
of our organization, without a con- 
structive, progressive program on the 
part of the distributor, would have 
these appliances without full knowl- 
edge of the changes and improve- 
ments; and without full knowledge 
of the sales and advertising plans 
arranged to aid their sale. 

In elaborating upon the second 
point, I can tell of a personal experi- 
ence that will well bring out the 


discuss sales and advertising plans 
for the current year, I attended this 
meeting with several men from our 
organization. 

When we had returned, and I was 
going over the mechanical features, 
the sales possibilities, and other in- 
formation essential to good follow-up, 
one of the men asked me to explain 
the meaning of “super-concentrator 
burner.” I groped about for words 
that would explain the meaning, and 
discovered that I did not know; 


tessens, cold drink stands, restau- 
rants, etc. 

Whenever it is possible, we er- 
deavor to bring our dealers into our 
place of business. In other words, 
we bring the men to the merchandise 
rather than the merchandise to the 
men. It gives us a better opportunity 
to sell the dealer; to demonstrate to 
him those selling points on which he 
can build his sales. 


‘BRING ’EM IN’ 


Because we have a complete stock, 
we can demonstrate ‘any appliance, 
and we do not have to depend up 
the catalog or sales manual for 0 
arguments—we can show him right 
on our sales floor. We can give him 
actual demonstration. It leaves noth 
ing to the imagination. And, further 
more, we recommend this same 
policy to our dealers: 

“Get the customer in your place 
business where you feel more ® 
home, and where you can put 
your best sales demonstrations ™ 
present the best sales arguments. 


Our situation in Texas is a littl 


z a a a $8.30 each | importance of this work. When the | different from that of some Jistrib 
cylinder size for*your needs Adjastable distributors met at the factory to see | tors and explains, in some measut 
© Like shirt » naile. A 1 refri , 96.00 each | the new appliances and hear and | why our attendance at importal 

ake Shirts and natis, Ansul re rigerant cyti- dealer meetings is not larger. Some 


of our dealers have their stores }” 
to 300 miles from San Antoni? 
They reside in small communilie 
where, when they leave their place 
of business, a salesman must be ! 
in charge or the place closed. TH 
solve the problem by not comilé- 

This explains why the follow? 
work is so important. It expla 
why we get these men in ye 
sales floor when it is convenient, . 
them, and then follow through " 


| ae 


BEARSE MANUFACTURING CO. 
| 3816-2825 Cortland Street, Chicago, Tilinois 


Incorporated where they, and we, will profit 


Now, if the distributor cannot ex- 


JOBBER NEAR YOU 


THERE §!S AN ANSUL 
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...the feature 
that makes Crosley 
refrigerators the easiest 


in the world to sell !!! 


mae fc | New financing plan® 


for Crosley Dealers !!! 


ey ; 


promulgated by CT. provides — 
money making opportunities © 


More profit and less liability for the 


dealer through Crosley-C. |. T. financing 


Crosley gives you the easiest refrigerator in the world 
to sell AND THE EASIEST WAY TO SELL IT! 


Limited Recourse Plan 


The dealer’s liability is limited to the unpaid balance of the contract until the 
purchaser has paid the first six installments promptly to C. I. T. After that, 
the dealer’s endorsement becomes ‘‘without recourse’’ and after that he has no 

- repurchase liability. This means more profit for the dealer because with his 
contingent liability in this way his credit goes further and he can finance more 
sales than he could under plans involving full endorsement for the life of the 
paper—possibly as long as 30 months on a single contract. 


Insurance for Purchasers 


Under the C. I. T. Plan appliance purchasers are insured in a standard com- 
pany against loss arising from damage by fire, theft, windstorm, tornado, flood, 
cyclone, explosion, and lightning, all at no increase in finance rates. In case 
of partial damage amounting to $5 or more, excluding pilferage, the purchaser 
is assured of repair of the equipment without cost. In case of a complete loss 
he is insured for the value of the equipment at the time of loss. This protection 
is of exceptional advantage. 


Sell Additional Appliances to Old Customers 


A direct means of increasing sales and profit. The dealer may sell a purchaser 
of a major appliance an additional appliance without down payment and with- 
out additional credit investigation, provided the purchaser has paid six install- 
ments promptly. The unpaid balance of the first purchase may be consolidated 
with the second and the maturity of the new transaction can be either the un- 
expired date of the original balance or the maximum permitted on the added 
appliance, whichever is longer. This permits the extension of the original 
transaction in many cases thereby reducing the monthly installments on the 
new transaction so that they are little, if any, greater than the installments on 
the original purchase. The dealer can thus solicit a continuing flow of pre- 
ferred prospects. 


Wholesale Floor Plan for Crosley Dealers 


accommodation is also available for acceptable dealers who maintain retail 
accounts with C. I. T. These arrangements enable the dealer to stock, at 
minimum cost, a representative line of merchandise for display and prompt 
delivery. 


C. 1. T. Service is Nation Wide 


Finance plans for Crosley Dealers are offered by C. I. T. Corporation which 
through its 184 local offices extends every advantage of on-the-ground financing 
facilities, safeguarded by a service which is nation-wide in scope. Each office is 
a self-contained and fully functioning unit—investigating credits, buying paper 
at any time of the day, making collections—handling every operating detail com- 
pletely, efficiently, and promptly. Further details available by application to 
the nearest C. I. T. office or through distributor or factory representative. 


THE CROSLEY CORPORATION 


POWEL CROSLEY, Jr., President 


Home of WLW—“‘The Listening Habit of the Nation”’ 


CINCINNATI 
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Major Cppliances 


Mary Davis Gillies, Reporting Housewives’ 
Ideas on ‘What's Wrong With Appliances,’ 
Finds Improper Installation & Inadequate 
Instructions Greatest Sources of Complaint 


' CHICAGO—What the housewife 
thinks is wrong with present-day 
electrical appliances, and what the 
manufacturers and dealers can do 
about it was told by Mary Davis 
Gillies, home furnishing editor for 
McCall’s Magazine, when she ad- 
dressed the annual sales conference 
of the Edison Electric Institute here 
last week. 

Major trouble seems to be that 
there’s too much talk in selling the 
appliance, and not enough in telling 
the housewife how to use it both 
before and after it has been sold, 
according to Mrs. Gillies. 

“T have been asked whether women 
are satisfied with electrical appli- 
ances today,’’ Mrs. Gillies began. 

“My answer is: ‘No. Of course 
not!’ 

As a matter of fact, you ought to 
know that women are fundamentally 
never satisfied. It’s the nature of the 
critter. Look at what happened in the 
Garden of Eden. Eve responded to 


the serpent because she wasn’t satis- 
fied and women havn't changed much 
since then. 

“It’s woman’s perennial dissatis- 
faction that keeps you men busy 
digging up new ideas and incident- 


ally, keeps you in business. The whole © 


thing is slowed up by the unfortunate 
way women have of being dissatis- 
fied but not knowing why. That, of 
course, makes it all a_ beautiful 
guessing game. 

“Even if you are a misogynist— 
and don’t care whether or not 
women are satisfied, you'll still have 
to agree with me that appliances to- 
morrow will be different than those 
we are using today. The only proof 
that anyone needs that change is 
inevitable is to look at electrical 
appliances of a few years ago. 

“I can probably recall the situation 
farther back than most of you. Be- 
lieve it or not, my experience with 
major electrical appliances covers 
about 25 years. You see, I come from 


the cheap power territory in the 
Pacific Northwest. My socks and 
pinafores were washed in an electric 
washer. And back in 1920 I did some 
of the first testing work on electric 
ranges ever done in a home econ- 
omics laboratory. 

“Those early appliances were 
tragic affairs. Ovens took 25 minutes 
to heat. The idea of a cold start or 
not preheating the oven began in 
those days and you can’t blame the 
originator. With luck, top units 
brought a quart of water to the boil 
in 30 minutes. So no wonder you 
all jumped at the idea of waterless 
cookery! 

“Change? Why, today’s appliances 
aren't even related to the horse-and- 
buggy appliances of 20 years ago. 
But talk to women up and down the 
country the way we on McCall’s 
Magazine do and you will realize that 
the ideal in appliances and their ap- 
plication to the home has not yet 
been reached. 


HOUSEWIVES INTERVIEWED 


“McCall’s Magazine has a testing 
laboratory where new appliances are 
put through their paces. However, 
we are not content with a labora- 
tory point of view. We want to know 
what reactions the average woman 
has to her appliances, what success 
she has with them, and what her 
difficulties are. So with your cooper- 
ation, for the last four years we 
have been making home calls in the 
company of your own home service 
girls. 

“Our travel scout, Lucy Gold- 
thwaite, has interviewed women in 
and around Washington, D. C., Salt 
Lake City, Memphis, Los Angeles, 
Kansas City and many other towns 
and cities. Here are just a few of 
the reports which she has sent back 


CHICAGO SEALS. For general 
replacements. Triple protection. Work per- 
fectly on scored or bent shafts. Ask your 
jobber. Write for literature. Only one tes- 
timonial needed—Chicago Seal Superiority 


CHICAGO SEAL CO. 
9 S. CLINTON ST., CHICAGO, Ill. 


“In checking inquiries, we are surprised to note 


the very large percentage who mention that they 


saw our ad in your paper. Through our advertising 
in Air Conditioning & Refrigeration News we have 


secured a number of very valuable customers. 
- - Herman Goldberg, Chicago Seal Co. 


LA 


Faith in the general belief that “it pays to advertise” 
is sufficient for the basis of many advertising programs. 
Advertisers as a rule, however, appreciate receiving 
something tangible from their advertising investments. 


Inquiries, orders, the opening of new accounts supply 
concrete evidence that advertising is worth its cost. 


This is the kind of advertising that those who pay 
the bills understand and like. 


Readers of THE NEWS represent an unusually 
responsive audience among the more important buyers 
throughout the entire industry. 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry” 


to us. In them is a complete story 
on each individual woman called on 
—how her house looked what trouble 
she said she was having with her 
appliances, what appeared to be the 
trouble, how the home service girl 
solved the difficulty.” 

Revealed in these reports on home 
calls, said Mrs. Gillies, are the weak- 
nesses of the appliances themselves 
and of the merchandising technique 
of the industry today. 


HERE’S WHAT’S WRONG 


Here are a few situations which 
are causing complications today, ac- 
cording to the reports: 

1. Overselling 

2. Inadequate labeling 

3. Inadequate instructions—written 
and verbal 

4. Inadequate installation and wir- 
ing 

5. Inadequate storage 

6. Difficulty in cleaning 

7. Complicated adjustments and 
too much technical knowledge needed 
for operation 

8. Too much gadgetry 

“TI really feel apologetic about mak- 
ing my first complaint against sales- 
men because, poor dears, they are 
always being kicked around,’ said 
Mrs. Gillies. 

“I do it only because I feel that 
the responsibility for their sales-talk 
should be divided equally between 
the manufacturer and the retail sales 
manager. 

“For instance, somewhere sales- 
men seem to have gotten the idea 
that electric ranges will cook a meal 
without any assistance at all. Now 
you and I know that this isn’t true. 
But when a woman hears that she 
expects miraculous results. She ex- 
pects beautiful light feathery biscuits, 
even if she forgets to put in the 
baking powder! 


RANGES OVER-BALLYHOOED 


‘Instead of presenting electric 
ranges as patent cure-alls for poor 
cookery, it would be much wiser 
to present the range as a perfect 
cooking medium without the magic 
hullabaloo. There would be fewer 
complaints in the end. 

“In fact, I would go as far as to say 
that no salesman should be per- 
mitted on the floor who hasn’t used 
every appliance he is asked to sell. 
I know this practice is followed in 
many utilities and it is a practice 
that should be adopted by ail the 
utilities and dealers. Only then will 
legitimate points be brought out on 
the sales floor. 

“In one territory where this was 
actually tried on roasters, there were 
practically no trouble calls and the 
whole community was _ enthusiastic 
about roasters because they were 
presented honestly. 


GET CORRECT POTS AND PANS 


“Incidentally, when receiving his 
instruction on the use of the range, 
the salesman should also be instruc- 
ted on the subject of the right pots 
and pans. In a staggering number 
of cases in these reports, the entire 
difficulty in the range performance 
can be laid to the pots and pans 
and not to the appliance. For in- 
stance, time after time the old deep 
black japanned bread pans are used 
for baking biscuits with the well- 
known result. 

“Miss Goldthwaite says that in 
nine cases out of ten, if the oven 
has been properly regulated, trouble 
calls result first from crowding the 
pans into the oven too tightly and 
second by the use of the wrong 
kind of pans. 

“To my simple mind, one time and 
place to bring out these facts is 
on the sales floor, right after the 
sale has been completed, and not 
after the range has gotten into the 
kitchen and several batches of cake 
and pie have been spoiled with the 
resultant resentment toward the 
range.” 

Complaints could be further re- 
duced and a feeling of greater satis- 
faction developed through the simple 
device of better and more complete 
labeling, declared Mrs. Gillies. 

“A new range, refrigerator, washer 
or ironer is moved into the house,” 
she explained. “Even if it replaces an 
old one, this particular appliance will 
be a new and foreign affair to the 
average family. 


LABEL ALL THE PARTS 


“Every little part should have a 
tag or label bearing some _ such 
legend as: ‘This is the broiler, for 
use place it on the third slot down 
in the oven so that top of food is 
about 2 inches from heat or top 
oven unit.’ Or, ‘This top unit; has 
five heats. Turn knob to 1 for high 


— 


heat—used to boil water; Turn knob 
to 2 for deep fat frying; Turn knob 
to 3 to maintain rolling boil; Knop 
at 4 maintains simmer; 5 keeps food 
warm.’ ‘This is the well cooker. When 
using turn switch to high ’till steam 
issues freely, then turn to low.’ 

“A second warning about pans for 
both surface and oven cookery coulq 
very well be included on these ingj. 
vidual labels. 

“Undoubtedly all of these instruc. 
tions are in a booklet, but countless 
times the instruction books are not 
so much as opened. The home calls 
made by McCall’s Magazine prove 
this. If every part of the appliance 
had a tag or label on it which had to 
be removed before use, the chances 
are the labels would be read and we 
hope better understanding achieveg, 

“Of course, instructions, verbal! or 
written, should be accurate anq 
simple. I mention this because 
though obvious, it is not always the 
case now. 


HOW TO OIL IT PROPERLY 


“To draw on my own experience: 
A few months ago I bought an elec. 
tric juice extractor. The only instruc. 
tions were on a tag. It read, ‘oj 
occasionally.’ 

“It didn’t say how often. 

“It didn’t say where. 

“It didn’t say what kind of oil, 

“Having an expert at hand, | 
asked her about the oil and she 
advocated a graphite lubricant that 
wouldn’t rust. After careful exami- 
nation I found some holes and | 
plugged oil in all of them. 

“But even though in days of yore 
I used to teach a college class in 
household management, 

“. .. I still would like to have been 
told the kind of oil to use. 

“.. . I would like to have had a 
diagram showing where the business 
should be oiled. 

“. .. I would like to know whether 
‘occasionally’ means it should be oiled 
once a week, once a month, or twice 
a year.” 


INSTRUCTION BOOKS FAULTY 


Instruction books on major appli- 
ances are equally faulty,” declared 
the speaker. 

“We have been’ shocked and 
amazed by the number of home 
service girls who have declared that 
manufacturers’ instruction booklets 
were not usable,’’ she continued. 

“Of course, this entails the pre- 
paration of special material by the 
home service department to take care 
of the omissions. And not every home 
service department is equipped to do 
an adequate job on such material. 

“Five heads of home service de- 
partments we have worked with in 
the last year have said: 

“ ‘Manufacturers’ instruction books 
are not accurate as to formation of 
recipes,’ and 

“Even more gravely important, 
they say that the temperatures and 
times for baking and roasting are 
not accurate or consistent. 

“And finally, they maintain that 
in many cases the material seems 
to be organized from a_ salesman’s 
and engineer’s point of view, rather 
than from a_ housewife’s point of 
view. 


MAKERS MUST AGREE 


“I have discussed this problem 
with the director of our testing 
laboratory who has the combined 
point of view of the field and labora- 
tory and she agrees with the girls. 
Furthermore, she feels that much 
of the present confusion on electric 
cookery could be eliminated if range 
manufacturers could agree 

“1. On methods of cookery 

“2. On cooking times 

“3. On baking and roasting tem 
peratures. 

“After these methods have bee! 
agreed upon she feels the whole 
industry should adhere to them. 

“In every contact with custome! 
the idea should be established the 
cooking is an exact science. Only 
through use of the right ingredients 
in the right proportions, in the righ 
pans, with the right amount of heal 
for the right amount of time, © 
perfect results be obtained. 


DON’T BE TOO ‘STAGEY’ 


“This is true regardless of fué 
used. Slapstick stage methods m4) 
get attention at demonstrations 
cause of their entertainment valué 
but they are trouble builders, becau® 
they establish a false idea. Blectr® 
ranges have many sound virt ‘ 
You do not have to resort to 
in order to establish their value. 

“Wouldn't it be a good ide@ 
washable charts giving sta” 


(Concluded on Page 9, Column 1) 
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“It’s an old, old saying that you P y | which make them more or less 
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is from the man who sells the refrig- | USe Of appliances caused by in- | to deal with complications in design pect, important developments can be peer d ng poe —_ bn aor Me ane 
erator or from the service men who | adequate wiring. of appliances, and the gadgets dear | expected in the building industry pen 8 Ry a. cen “fp —— 
install it. And that information, as “Service men all over the country | to the hearts of designers. during the next 10 years. Population — nS on eee 

4 you can well imagine, is superficial | tell us that trouble calls could be “Simple details, such as making | studies with their interesting peak POINTS TO REMEMBER 
a in the extreme. cut one-third if laundries had satis- | the tops of ranges marbelized black | of post-war babies, now reaching a 
factory appliance outlets for washers | instead of shiny white would keep | marriageable age—building material “1. Don’t double your trouble calls 
— REFRIGERATOR COMPLAINTS and ironers. Now an overhead lamp | them looking better longer because | developments, government housing | PY overselling. 
a “Complaints seem to be centered socket is the favorite connection. they wouldn’t be so likely to show | and subsidized housing projects all “2. Label so that she who runs 
around: stains and scratches, or, for that | point to this. may read. 
yore “1, Forgetting to oil the motor of AMATEUR WIRING matter, dirt. Ridges and modelling, “Without question, electrical appli- “3. Get together on cookery meth- 
3 in those refrigerators whose motors “When it comes to discussing some sr = the — of pre cram ances, especially major appliances, | ods and be accurate. 
need oiling. of the elaborate amateur wiring | ™4Xe ‘arge surfaces such as refrig- | will and are playing an important “4 - 
been “2. Improper functioning because | projects involved with roasters and | erator fronts difficult to keep clean. | role in controlled housing projects. ing pian gro Alegr ty ogy ‘3 
of position in unheated porch. mixers, words almost fail me. One “Miss Goldthwaite says that home | More and more builders are looking hand. 
ad a “3. Misconceptions concerning de- | little job in upper New York state | service girls everywhere also com- | at ranges and refrigerators as stand- “5. Bri li & bebe th 
ness frosting. comes to mind. The roaster was | plain bitterly of trouble with dirty | ard equipment just like bath tubs co pa porn’ ae ry - 
“4, Overcrowding containers and | properly installed on its own stand | surface units and ovens. To a certain | and wash basins. Washing machines on eee ; 7 
ther not covering food. in the kitchen. But the only outlet | extent some of this difficulty may | are not yet viewed in this light but “6. Make ’em easy to clean—sim- 

“Thus far I have scarcely men- | in the kitchen was a make-shift | be laid to difficulty in lifting and | with new designs imminent it is | Ple to understand. 
tioned small appliances. They, too, | arrangement of extension cords that | replacing units—a design problem. | possible that washing machines will “7. Forget gadgets and poppycock 
are a source of dissatisfaction both | terminated in a single outlet two | Ovens today, because of embossed | also be hooked up in a more or less | selling stories if you want to avoid 
to you and to the housewife. Here rooms away. rack glides and improved broiler pan _ permanent fashion to the house. trouble later.” 
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The Dark Horse 
Among Appliances 


NCE in a blue moon a 

product comes along which, 
without fanfare or sales pressure, 
is clasped to the ample bosom of 
the American buying public. In 
1937, for example, specialty appli- 
ance dealers discovered the space 
heater, and sold close to 40,000 
of them before the appliance 
industry at large woke up to what 
was happening. And currently it 
is the electric roaster which is 
the “dark horse” in the appliance 
merchandising race. 


Last year approximately a 
quarter of a million electric roast- 
ers were sold. That places roasters 
fifth in unit sales of all appliances 
retailing for $20 or more (roasters 
just get over that figure). Some 
21,000,000 wired homes (97 out 
of every 100) are not yet equipped 
with roasters; yet every wired 
home is considered as a prospect. 


Big Volume In 1938 
With Little Effort 


That really remarkable volume 
of roaster sales last year came 
about with virtually no planned 
effort. The obvious conclusion is 
simply that people liked it. So 
this year manufacturers are plan- 
ning plenty of promotion push 
behind the roaster, realizing that 
“they have something there.” 
Appliance dealers everywhere will 
be interested in this promotion, as 
well as in the public acceptance of 
the product, for the extra profit 
possibilities which they extend. 


Through the Modern Kitchen 
Bureau, cooperative advertising is 
scheduled in McCall’s magazine, 
the Woman’s Home Companion, 
and the Saturday Evening Post. 
“See For Yourself” is the copy 
theme. * 


Promotional Helps Ready 
For the Dealer 


Window banners and counter 
cards, tie-in mats for newspaper 
advertisements, cooking school 
programs, direet mail folders, a 
sales manual, spot radio advertis- 


* ing, a three-act playlet, and special 


newspaper sections already made 
up for use by local newspapers— 
all these are part of the coopera- 
tive spring program on roasters. 
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Dealers can also count on con- 
siderable aid from public utilities, 
which are becoming quite conscious 
of the roaster as a domestic load 
builder. In fact, the roaster seems 
almost ideal from the standpoint 
of the utilities: 


1. It requires no new investment 
in distribution systems. 


2. Its load characteristics are 
definitely favorable, and revenues 
from its use are stable. 


3. It produces higher net revenue 
because current to operate it is 
bought at higher blocks in rate 
structure. 


Utilities Like It; 
So Do Users 


Retailing for less than $30, the 
roaster ranks fourth among elec- 
trical load builders, with an annual 
consumption of 340 kilowatt hours 
exceeded only by that of the 
refrigerator, range, and automatic 
water heater. Like the IES. 
lamp, electric roasters use current 
sold at the lighting rate. 


Last December, during the busy 
pre-holiday season, Westinghouse 
mailed a questionnaire to 1,170 
women who had owned roasters 
more than a year. They resided 
in every state in the Union, plus 
Alaska, Hawaii, and Canada. 
More than a third replied. 


Though 13% of these roaster 
users have maids, 90% do most 
of their own cooking. Six out of 
10 use their roasters the year 
around. Eleven per cent reported 
daily use; half use their roasters 
anywhere from 5 to 10 times a 
month to twice every day. 


How Owners Used 
Electric Roasters 


Roasters are kept in the kitchen, 
and though the roasters were 
not accompanied’ by _ special 
stands, many women had obtained 
them anyway. Food to be cooked 
governs use of the roaster. Roast- 
ing, baking, whole meal cooking, 
broiling, and the cooking of 
poultry are favorite uses in the 
order named. 


Most users had good ranges— 
63% gas and 15.8% electric—and 
the range was preferred for frying, 
broiling, and quick surface cook- 
ing. 

The question: ‘What do you like 
most about your roaster?” brought 
answers as follows: 


Easier to use—36.6%. 
Roaster qualities—19.8%. 
Better tasting foods—17 8%. 


To the question: ‘What do you 
like least about your electric 
roaster?” 22.2% replied nothing. 


Many Advantages and 
Real Selling Features 


Perhaps the most intriguing 
thing about electric roasters from 
the standpoint of the user is that 
you can cook a whole meal at one 
time in it—and all foods cook in 
their own juices—nothing shrinks 
or shrivels. Its versatility (useful 
for roasting, toasting, grilling, 
frying, broiling, baking, and stew- 
ing) is appreciated also, as is its 
ease of cleaning and small com- 
pass. In the latter instance, how- 
ever, it should be noted that it is 
often wise to sell a small table or 
rack along with the roaster. 


For use in summer cottages, 
camps, and on trips, its portability, 
small size, and economy make it 
most convenient. For that reason, 
June is considered the month to 
“put the heat on” roaster selling. 


Alert dealers will also be quick 
to note the promotion value of the 
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use of such a well-liked appliance. 
Every one sold to a gas or coal 
range user should be an entering 
wedge for the sale of an electric 
range. 


Should Not Be Considered 
Major Appliance 


It is not suggested, of course, 
that the appliance dealer abandon 
any of his efforts in behalf of 
refrigerators, especially during the 
current “season.” Profit possibili- 
ties on an appliance with a unit 
value only one quarter that of the 
refrigerator would not justify any 
abatement of work on the latter 
in favor of the former. 


But as an added profit maker, 
as something more to take to 
present customers, aS an oppor- 
tunity for cashing in on a vogue, 
the roaster should be considered 
carefully by every dealer, and 
studied in relation to the effect it 
might have on his present set-up. 


LETTERS 


EH & FA Financing Is 
Limited By Policy 


Arthur G. Tewles, Inc. 
913 Bergen Ave. 
Jersey City, N. J. 
Editor: 

Enclosed herewith please find check 
for $4 renewing our subscription to 
your paper for one year. 

Would you be kind enough to give 
us more information, such as the 
terms and conditions under which 
the Electric Home and Farm Author- 
ity accepts refrigerator time pay- 
ment contracts for discount. 

A. G. TEWELES 


Answer: See below. 


Automatic Refrigeration & 
Oil Heat Co. 
114 E. Green St. 
Westminster, Md. 
Editor: 

In your March 1 issue of the 
NEWS you print information relative 
to 2,300 outlets using the financial 
facilities of EH & FA, 

Would you be kind enough to 
merely write at the bottom of this 
letter with whom we could get in 
touch to get further information on 
this plan, the proper bureau name, 
address, etc. 

We have _ written Washington 
under the name of the Electric Home 
& Farm Authority, Washington, 
D. C., without even a response, al- 
though our letters have not been 
returned. 

We are 


interested in financing 


farm milk coolers, refrigerators, 
electric ranges, water heaters, and 
oii heating units. Our line is West- 
inghouse for refrigeration and Gen- 
eral Electric for oil heating. 

We now have finance connections, 
but not for milk coolers, ranges, or 
water heaters, and are interested to 
get a connection where the complete 
line of these standard units may be 
carried. 

If you can give us this information 
by return mail or at your earliest 
convenience, for which enclosed is a 
stamped return envelope, it will be 
greatly appreciated by 

E. M. FROUNFELTER, 
Manager 


Answer: The financing facilities of 
the Electric Home & Farm Authority 
are available only in those areas 
served by electric systems (power 
companies) which have entered into 
agreements with the EH & FA. These 
agreements provide that the electric 
systems will bill and collect monthly 
instalments on customer paper cover- 
ing the sale of appliances to their 
customers. 

In the areas served by cooperating 
utility companies, electrical appliance 
dealers must receive approval for 
the use of the financing facilities. 
The EH&FA purchases customer 
paper from these dealers covering 
the sale only of such appliances as 
are included on the list of eligible 
equipment (the EH & FA determines 
the eligible equipment). 

Through this plan, customers may 
finance the instalment purchase of 
electrical appliances for a charge of 
5% per annum on the original un- 
paid balance. 

Monthly payments on _ individual 
purchases of most major appliances 
may be extended over periods as long 
as three years. In some cases, two 
or more appliances, when purchased 
as one transaction, may be financed 
over a period of four years. 


Customer contracts having unpaid 
balances (cash delivered price less 
down payment) of less than $40 are 
not accepted for financing. The 
down payment, in most instances, 
may be as low as 5% of the cash 
delivered price. On a few appliances, 
however, the minimum down pay- 
ment is 10%. 

The EH & FA declares that it will 
extend the plan only to those areas 
where electric rates are reasonable 
enough to make the use of electricity 
economical for the many household 
and farm purposes. 


The agreement provides that the 
utility, as agent, shall collect monthly 
instalments on appliance contracts 
financed through the EH&FA. It 
also provides for payment of book- 
ing and collection fees to the utility 
for this service. 


Provision may be made for the 
utility to purchase customer con- 
tracts directly from dealers for the 
account of the Authority. The funds 
so advanced to dealers are repaid to 
the utility by the Authority. 

If for any reason it is not desirable 
for the utility to advance funds to 
dealers, the customer contracts/ are 
forwarded to the Authority for pur- 


chase. In these cases the EH& FA 
makes payments directly to the 
dealers. The utility collects the in- 
stalments due at the same time it 
collects the monthly service bills. 


Electrical appliance dealers located 
in areas served by cooperating 
utilities, who desire to participate in 
the plan, should submit applications 
in triplicate direct to the Authority. 


Forms for this purpose may be 
obtained from offices of the EH & FA 
or from the nearest cooperating 
utility. The form provides space for 
entering a current financial state- 
ment and contains a_ repurchase 
agreement. : 


All customer contracts must be 
drawn on the EH & FA’s forms and 
must comply with its current terms 
and conditions. 


If readers desire additional infor- 
mation they should write to Electric 
Home & Farm Authority, Washing- 
ton, D. C. 


Now We'll Have To 
Find a Solution 


3110 W. Pierce St. 
Milwaukee, Wis. 
Sirs: 

It is with the greatest regret that 
I must inform you that I am unable 
to renew my subscription to the NEws. 
There must be something wrong with 
the air conditioning and refrigeration 
field when one must economize by 
dropping such a worthy paper, but I 
still have access to the News and 
will continue to follow your articles 
with interest. 


I agree whole-heartedly with the 
article on “What’s Wrong with the 
Air-Conditioning Industry” and favor 
more along this line. As soon as We 
find out what’s wrong and correct it 
I'll forward the necessary $4.00 for 
another year’s subscription. 

A. G. POPE 


Specifications 


Roy Baumann Appliances 

4004 W. Irving Park Rd., Chicago 
Sirs: 

Please send C.O.D. 14 copies of 
REFRIGERATION News issue with spect 
fications on 1939 refrigerators. 

Frank J. LiTKA 

Answer: Specifications are beiné 
published as a supplement to this 
issue. Extra copies 20 cents each 
10 or more copies, 15 cents each 
50 or more, 10 cents each. 


‘What They Write Us’ Dept: 


Box 384, Pasadena, Tex4s 
Sirs: 

I failed to get my copy of March’ 
issue of AiR CONDITIONING & ReFRIGeRA 
TION NEWS. 

Will you please send me a copy - 
cut my subscription short one ©OP?' 


as I do not want to miss an issue. 
Ss. V. Boas 


36 Randwick Ave. 
Oakland, Calif. 
Sirs: 

Enclosed please find cashier’ 
to cover subscription. I enjo 
magazine immensely, and wou 
wish to be without it. Fr. Y. Kast 
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CF Conditioning 


7 
Air-Cooling Dealers 


Describe Value of 
Association Plan 


(Concluded from Page 1, Column 3) 
motors, economizer, controls, and 
auxiliary items, The latter are to 
pe furnished by the seller or pur- 
chaser aS indicated on the sheet and 
include such items as power wiring, 
water and drain connections, founda- 
tions, cutting, patching, and other 
work not included in the refrigera- 
tion cycle. 

Seven copies of the “pink sheet” 
are filed with the secretary of the 
Pittsburgh Air Conditioning Bureau. 
The secretary sends a copy of all 
sheets filed to other contractors who 
file sheets on the job; that is, to all 
firms bidding on the prospective 
installation. 


EXCHANGE DESIGN DATA 


The result of this exchange of 
design information is that before 
any job is finally let the bidders can 
check their own design conditions 
against any other bidders, and can 
tell what is to be supplied on the job 
in the way of contract work outside 
the refrigeration cycle. 

This exchange of design informa- 
tion makes it possible for the dis- 
tributors to correct the job when 
wide variations in tonnage appear, 
before the installation is begun; thus 
assuring the customer a _ properly 
engineered job. 

“We are not,” Mr. Sutherland 
stated, ‘making any effort to control 
prices and do not plan to do so. We 
are attempting to get everyone in 
the industry figuring the job prop- 
erly, in the belief that this will have 
its effect on customer satisfaction. 

“We feel that the general effect 
will be to produce satisfactory jobs 
and expect to be able to report a 
great deal of progress in the next 
few months.” 


WORK OF NATIONAL ASSN. 


J. H. Keller, chairman of the 
temporary national council of the 
proposed National Air Conditioning 
Association, related events leading up 
to the meeting held last fall at 
Detroit and the subsequent meeting 
held in January during the First 
All-Industry Exhibition. 

Mr. Keller stated that the strength 
of the national association would 
depend for the most part on the 
strength of the locals and for this 
reason said he was interested in see- 
ing strong local groups formed, 
similar to the Pittsburgh bureau. 

“The Air Conditioning Association 
of Michigan has attempted to estab- 
lish the confidence of the buying 
Public in firms belonging to our 
group,” Mr. Keller said. 

He also reported the work done 
by the Michigan Association on the 
refrigeration and _ air-conditioning 
codes which are now pending in 
Detroit. 

Henry Knowlton of the editorial 
staff of AIR CONDITIONING & REFRIG- 
ERATION NEWS spoke briefly about 
the efforts which are being made by 
the News organization to report 
activities of local air-conditioning 
associations and to ascertain interest 
N @ national association program. 
_In line with this activity the News 
18 Publishing a monthly “Bulletin,” 
Which reports the activities of local 
‘lt-conditioning associations and the 
— in the proposed national 

y. 

The “Bulletin” is available without 
charge to all members of the air- 
‘onditioning industry interested in 


Regular-Type Filter Is 
Combined With lonizer 


In New Air Cleaner 


(Concluded from Page 1, Column 3) 
combined in a single filter not only 
assure a uniformly high cleaning 
efficiency over practically the entire 
range of particle sizes, but offer 
other advantages which distinguish 
the Electro-Matic as an outstanding 
advancement in modern air cleaning, 
according to American Air Filter 
engineers. 

In operation the front curtain of 
the Electro-Matic filter acts as a 
precleaner to remove the heavier 
dust particles and any bugs, butter- 
flies, or scraps of material that 


-might short circuit the ionizer or the 


collector plates in the rear curtain. 


Fine dust and smoke particles 
which escape the front curtain then 
pass through the ionizing unit in the 
center of the filter where they re- 
ceive a definite electrical charge. 
Upon entering the electrostatic field 
of the rear curtain these ionized dust 
particles are attracted to the charged 
plates where they are held securely 


Two-ln-One Cleaner 


View of the Electro-Matic filter 
ready for installation. 


the movement. 
eee _ 


in the oil film on the plates until re- 
moved in the oil bath. 

The filter curtain of the Electro- 
Matic filter is of a new design, which 
provides the necessary electrical in- 
sulation of the plates and a means 
for charging or grounding alternate 
plates in certain sections of the 
curtain. It meets the additional re- 
quirement of reverse direction of 
rotation so that the accumulation of 
dust and dirt on the front curtain is 
carried directly down into the reser- 
voir where it is removed by the 
cleansing action of the oil bath, 
leaving the rear curtain clean and 
freshly oiled at all times. 

The entire casing of the filter, as 
well as the front curtain, is thor- 
oughly grounded. The ionizer is 
entirely enclosed within the filter 
and the rear curtain, which is only 
exposed part that carries an elec- 
trical charge, is protected by a heavy 
close-mesh_ grille which prevents 
accidental or intentional contact. 

The Electro-Matic filter is made in 
standard sections of varying heights 
from 5 feet up to 113 feet. The 
power pact which furnishes the cur- 
rent for the ionizer and collector 
plates, is mounted directly on the 
filter casing and all internal electrical 
connections are made at the factory. 


1,000 Special G-E Room 
Coolers Are Sold For 
Big Texas Project 


HOUSTON, Tex.—One of _ the 
largest air-conditioning contracts in 
the company’s history has. been 
obtained by General Electric Co. for 
1,000 room conditioners, sold to a 
Texas corporation in which RFC 
Chairman Jesse Jones is said to be 
interested. 


Properties where the special con- 
ditioners are to be used include the 
new Chamber of Commerce building 
here. 


Award of the contract followed the 
design and manufacture of a new 
room unit built to meet conditions 
established by Kribs and Landauer, 
consulting engineers of Dallas. 


After the decision to air condition 
several buildings was made last 
summer, specifications were turned 
over to the G-E commercial engineer- 
ing department at Bloomfield, N. J. 
and a new unit, similar in certain 
respects to an existing model, was 
suggested. 

To establish proof of claims made 
by the company for the new unit, a 
sample was delivered to Houston for 
test purposes by means of Eastern 
Airlines express delivery to meet a 
deadline established for Jan. 5. 

Tests were made on the floor 
of the Air Conditioning Corp., 
Houston G-E air-conditioning dis- 
tributor, where, according to James 
Walsh, a plenum chamber was con- 
structed of Celotex and tape, and a 
blower was employed to simulate 
wind conditions. 

This was of particular importance 
because the buildings in which the 
units are located are exposed to 
widely varying winds. Elliott Har- 
rington, commercial engineering man- 
ager from Bloomfield, was on hand to 
assist in the tests. 

The new unit is said to be the 
most compact for its capacity and 
functions ever built in Bloomfield, 
supplying year-around conditioning, 
with heating, cooling, dehumidifica- 
tion, filters, ventilation, and circula- 
tion of air. 

The conditioner contains fans, 
cleanable filters, heating and cooling 
coils, and requires a remote compres- 
sor and heat supply. Dimensions 
of the conditioners are 40 inches long, 
27% inches high, and 15 inches deep. 

Units will be installed by the 
Charles G. Heyne construction com- 
pany, contractors. 


Air Cooling In a 


Package 


“Just push the button” as this about-to-retire young woman is doing, 
to cool off your bedroom with the new “Coolwave” air conditioner which 


will be marketed by the Philco distributor-dealer organization. 


Special 


mounting cradle is provided for installing the conditioner in the window. 


Cooling ‘Hot Seats’ In 
Shoe Store Brings 
Summer Sales 


CAMBRIDGE, Mass.—Seats which 
were “too hot to handle’ summer 
shoe customers now hold 2,000 cus- 
tomers a month during the sweltering 
weather since the local shoe store 
was air conditioned. 


The Jerome Bootery, a neighbor- 
hood shoe store housed in a small 
one-floor structure, found that even 
the most law-abiding citizens have 
a strange antipathy for a “hot seat,” 
for no sooner did prospective cus- 
tomers seat themselves on_ the 
scorching chairs than they were up 
and away without a _ sale being 
chalked up. 


The manager himself was growing 
hot under the collar as he saw 
summer business follow the burned 
up customers out of the store. Then 
came the idea of air conditioning, 
and a Carrier system was installed 
without further delay. 

With the seats cooled off, the 
manager reports that not only have 
sales greatly increased, but spoilage 
has been reduced and less cleaning 
and decorating has been necessary. 


Drafts on Upper Body 
Called Health Hazard 


NEW YORK CITY—A variation 
of more than eight degrees between 
the temperature at the floor level 
and at a height of six feet in a 
factory may be a health hazard and 
should be carefully investigated, ac- 
cording to the Manual for Executives 
and Foremen by Erwin H. Schell 
and Frank F. Gilmore of the Massa- 
chusette Institute of Technology. 

“A recent survey of air-condition- 
ing installations,” the authors write, 
“revealed that a common source of 
dissatisfaction among workers was 
traceable to inferior outlet design, 
producing drafts on the upper part 
of the body.” 

As a test for temperature vari- 
ations, the book suggests the use of 
a strip of wood on which a series 
of thermometers has been placed 
lengthwise. The bulb of the first 
thermometer should be placed at 
floor level, and the others at regular 
intervals to the desired height. 

The discussion of heating and 
ventilation is part of a chapter 
describing the procedure for investi- 
gating conditions and outlining the 
method of solution of problems. 


ammonia refrigerant. 


O maintain the —30° temperature desired for 

the large ice cream hardening room (pictured 
below) of its Dallas plant, the Borden Milk Com- 
pany selected BAKER System Refrigeration. More 
than 8,000 feet of Cop-R-Loy pipe were fabricated 
into shelf coils designed by BAKER engineers to 
operate under a full flooded system of liquid 


FULL FLOODED REFRIGERATION 


for Bordon 


Thus, again, BAKER engineers prove the adapta- 
bility of BAKER equipment to every refrigeration 
need. That’s one of the reasons dealers find the 
BAKER complete franchise so profitable. 


ICE MACHINE CO., 
1506 EVANS ST., OMAHA, NEBR. 


INC. 


Branch Factories: Fort 
Worth, Los Angeles, and 
Seattle. Eastern Sales: 
New York. Central Sales: 
Chicago. Sales and Serv- 
ice in All Principal Cities. 
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\Use this coupon for information 
you won't find anywhere else 


Gentlemen: Please send me the current issuz of “ ARTIC” Service 
News and put my name on mailing list to receive future issues. 
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P FOR MORE B 


You CAN step ahead of your competition—attract 
more new customers—close more sales easily and 
quickly—make more sales to old customers—with 
financing services fitted to today’s needs. Consider 
these specific helps to your business, now available 
through broader, better finance plans: 

1. Broader use of your credit to finance more sales. 


Limited Recourse Plan 


The effect of this plan is to make your 
credit go further in financing sales. Your 
liability is limited to unpaid balance of 
contract only until your customer has paid 
six installments to C. I. T. promptly. Then 
your endorsement becomes ‘‘without re- 
course” and you have no repurchase 
liability in case of repossession. 
This limiting of your contingent liability 
enables you to finance more sales than you 
could with a plan involving a full or partial 
endorsement for the life of the paper. 


Preferred Purchaser Plan 


After your customer, Mrs. John Q. Public 
for example, has promptly paid six in- 
stallments on her contract, you may sell 
her another appliance without down 
- payment, if she so desires, and have the 
unpaid balance of the first purchase con- 
solidated with the second. The new trans- 
action takes either the maturity of the 
unexpired portion of the original balance 
or the maximum permitted on the added 
appliance, whichever is longer. Frequently 
it works out that the monthly installments 
on the combined appliances are little if any 
greater than those on the original purchase. 


Finance plans for Westinghouse dealers are offered by C. I. T. Corporation 
which, through its 184 local offices, extends every advantage of on-the-ground 
financing facilities, safeguarded by a service which is nationwide in scope. Each 
branch is a self-contained and fully functioning unit — investigating credits, 
buying paper at any time of the day, making collections — handling every 
operating detail completely, efficiently, and promptly. Further details available 
by application to any C.I.T. office or through distributor or factory representative. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 
MANSFIELD, OHIO 


MERCHANDISE DIVISION 


Westi 


“ EC CHE 6, 
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cal Keolance™ 


2. A better, sounder financial statement. 


3. Broader stocks of fast-selling appliances, for display 
and prompt delivery. 


4. An effective way to hold the business of your pre- 
ferred customers. 


5. New and powerful sales-closing appeal. 


This popular and practical plan gives you 
opportunity for a continuing flow of added 
business from preferred customers. 


Purchaser Insurance 


Here is a new and powerful selling appeal! 
Under this plan your major appliance 
customers are insured against loss from 
damage caused by fire, theft, windstorm, 
flood, explosion, and lightning, with no 
increase in finance rate. For partial damage 
($5 or more, pilferage excluded) your 
customer is assured of repair of the equip- 
ment without cost. In case of complete loss, 
the insurance covers the value of the equip- 
ment at the time of loss. This unique pro- 
tection gives you a strong selling point 
which should help to close many addi- 
tional sales. 


Wholesale Floor Plan 


Many progressive dealers use this low- 
cost plan to broaden their lines of appli- 
ances in stock and on display. Not only can 
they give customers a wider choice, but 
they can make prompt deliveries. They 
close sales which might otherwise go to 
competitors offering better selection and 
quicker delivery. 
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New traffic-building, sales-closing team 
works for Westinghouse dealers exclusively! 


Five zones of STEADY cold with TRUE-TEMP Control put Westinghouse Refrigerator 


dealers a jump ahead of the field right at the starting line. Exclusive sales advantages 
team up with a new and colorful display, traffic-building, and door-opening plan to give 


Westinghouse dealers what’s needed to sell refrigerators faster and at full profit. Meet 


the FOOD PROTECTION QUIN-TEMP-LETS and GO TO TOWN! 


Styled, equipped, priced, and advertised to SELL! 


Early sales reports from all over the country point to a Westinghouse 
year. It’s a “hot” line — and a new hot sales plan makes it a winner for 
dealers everywhere — in smallest towns or largest cities — selling 25 
units a year — or 2500. Get the complete story from your Westinghouse 


representative — or write direct to Westinghouse Electric & Manufac- 


turing Co., Mansfield, Ohio. 


Dat 


Kecislance 


Customers are humidity-conscious this year 
Westinghouse provides 85%, humidity in the 
big nave Meat-Keeper — 90% to 100% in the 
Humidrawer. What’s more, Shetinitianee and 
ONLY Westinghouse, provides TRUE-TEMP 
Cold Control which assures POSITIVE pro- 
tection against temperature fluctuations in 
the food compartment. And it’s STEADY 
cold that guards against mold and bacteria 
growth in humidified compartments. 


ONLY Westinghouse has 
TRUE-TEMP Cold Control! 
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Exhibits at N. Y. Fair 
With Cooling Units 


UTICA, N. Y.—Condensing units 

bearing the Brunner trade-mark will 
be used in a number of important 
installations of refrigeration and air- 
conditioning equipment at the New 
York World’s Fair, reports B. J. 
Scholl, sales manager. 
- The U. S. Government building 
will use four W-1500-FH units for 
air conditioning. Brunner units were 
approved by government engineers 
at both Washington, D. C. and New 
York City, Mr. Scholl says, and were 
installed in the building by the con- 
tractor, James H. Martin & Co., 
New York City. 

Another Brunner W-1500-FH unit 
will be used in the Distilled Spirits 
building for air conditioning. This 
unit also was installed by James H. 
Martin & Co. The Borden building 
also will have two air-conditioning 
units of this capacity, with the 
Martin organization in charge of 
installation. 

In addition, the Borden Co. will 
use upwards of 50 small condensing 
units, all of Brunner manufacture, in 
its own building and throughout the 
Fair in connection with ice cream 
cabinets, milk bars, and_ similar 
installations. 

A W-1500-FH unit for air condi- 
tioning will be used in the Heinz 
Pickle building, with installation be- 
ing handled by the Allen Engineering 
Co. 


Brunner Co. Equips Many | 
| 


Bockmeyer To Manage 
Peerless N. Y. Factory 


E. BOCKMEYER 


* * * 


LONG ISLAND CITY, N. Y.—E. 


Bockmeyer, for two and one-half 
years New York state sales repre- 
sentative for Peerless of America, 
Inc., has been named manager of the 
company’s factory here. Before join- 
ing the Peerless organization, Mr. 
Bockmeyer was_ connected’ with 
Frigidaire. 


Midwest Reach-In Box 


In the Swiss Government building, 
a W-300-FH and two W-1500-FH | 
units are being installed for air | 
conditioning, in connection with the | 
air-conditioning units manufactured | 
by Utica Heater Co. here, installa- | 
tion being in charge of Perfection | 
Air Conditioning Co., New York City. 


Puro Filter Co., New York City, | 
also is installing two Brunner W-100- 
MC condensing units in the Ford 
Motor Co. building at the Fair, in 
connection with the drinking water | 


| 
system. 


First Day on the Job— 
Sells Display Case | 


KINGSTREE, 8. C.—George Miller, | 
former employe of Carolina Power & 
Light Co., has joined the sales force 
of D. C. Brown Co., General Electric 
dealer here. What’s more, he started 
his new job off right by selling a dis- 
play case the very first day. 


MARK 


Refrigeration 


That’s what this super-mar- 
ket at Macon, Ga., gets with 
its Frick cooling system, the 
work including. 


(1) Air Conditioning 

(2) Ice Making 

(3) Carload Storage 

(4) Freezer Storage 

(5) Cooling Display Cases 
Let Frick Refrigeration give 


your business similar super- 


write 


service: 


WAY NESBORO, PENNA. U.S.A 


wR 
Psy p 
DEPENDABLE REFRIGERATION SINCE iss2 


Has Cooling Unit Choice 


GALESBURG, Ill.—Two new reach- 
in commercial refrigerator cabinets 
have been added to Midwest Mfg. 
Co.’s reach-in line, bringing to 15 the 
total number of models in this class 


| of commercial cabinet manufactured 


by Midwest. 


The new models, listed as “25” 
and ‘30,” are designed for either a 
finned ice cube maker or a blower 
coil, the former being installed in 
the upper right hand compartment 


| of the cabinet, and the latter being 


mounted on the back wall of the 
cabinet. Ice maker capacity is eight 
trays, totaling 216 cubes weighing 


| 21 Ibs. 


Model 25 has a large service door 
on one side of the front and two 
small service doors on the other side. 
Model 30 has four service doors of 
uniform size quartering the front of 
the cabinet. 

Compressor compartment in Model 
25 is below the large service door. 

Both reach-in cabinets are insu- 
lated with 3 inches of “packaged” 
balsam wood, have an exterior finish 
of Bonderized Dulux, and an interior 
finish of porcelain enamel. 

Each model has an overall height 
of 72 inches, overall width of 53 
inches, and overall depth of 30 
inches. 

Model 25 has a net cubic content of 


| 26 cu. ft. and a shelf area of 32.5 
| sq. ft. 


Model 30 has a net cubic con- 
tent of 31 cu. ft. and a shelf area of 
36.1 cu. ft. 


No ‘Joints! No Leaks! 


This Rome Jointless Water Cooled 
Condenser is a typical example of 
Rome’s ability to provide trouble 


free condensing equipment. Rome 
Water Cooled Condensers are used 
by many leading compressor manu- 
facturers. Write for complete in- 
formation. 


ROME -TURNEY 
RADIATOR COMPANY 
222 Canal Street 
ROME, N. Y. 


Factory Fabricated 
Cold Storage Rooms 
Made Available 


KANSAS CITY, Mo.— Factory 
fabricated cold storage rooms made 
of insulated sectional interlocking 
panels have been introduced by Low 
Temperature Equipment Co., which 
markets storage lockers, refrigera- 
tion coils, evaporative condensers, 
and cooling towers. 

Designed for use with frozen foods, 
locker storages, chilling, aging, and 
sharp freeze rooms, and for general 
refrigerator use, the Low-Temp 
rooms are made up of standard 
width panels in several heights, 
fabricated and insulated at _ the 
Columbian Steel Tank Co. factory 
here. . 

Panel sections of the pre-fabricated 
room are numbered at the factory, 
knocked down for shipment, and re- 
assembled quickly with the aid of 
the numbers and blue prints. All wall 
panels, roof, and floor sections fit 
together firmly and truly, it is 
claimed, and a low minimum of time 
and labor cost is required. 

The room may be dismantled at 
any time, it is said, and moved to 
another location for reconstruction 
without damage to the panels. Also, 
the size of the room may be increased 
by the addition of panels, since all 
of the sections are of unit measure- 
ment and are interchangeable with- 
out cutting or fitting. 

Walls and ceiling of the Low-Temp 
room are made two panels thick, 
having inner and outer panels in 
parallel, the joints between the inner 
panels being staggered in relation to 
the joints between the outer panels. 

The panels have steel backs with 
side rims bent at right angles to the 


Assembled Cold Room 


Cutaway picture showing how 
panels are assembled in the “put- 
it-together-yourself” box made by 
Low Temperature Equipment Co. 


sides. Rim on one side of each panel 
has slots into which clips are fitted 
to lock the panels together. Clips 
are properly located on the rim of 
the panel adjacent to and in parallel 
with the panel being fitted. 

Each panel is provided at the fac- 
tory with balsam wool insulation of 
high heat resistance value, it is 
claimed, held in place by the steel 
side rims and the inch of steel bent 
at right angles to the side rims. 

Insulation surfaces of the inner 
panels are adapted to face the insula- 


‘tion surfaces of the outer panels with 


the steel surfaces or backs of the 
outer panels affording a durable sur- 
face of steel outside, and with the 
steel surfaces or backs of the inner 
panels affording a steel surface in- 
side. 


‘Coolercar’ Meets Requirements of an 


Inexpensive Farm Cold Storage Unit 


DETROIT—Some new thoughts on 
refrigerated storage of fruits and 
vegetables, and an explanation of 
the “Coolercar” system which has 
been put to use on Michigan farms, 
were revealed at the March meeting 
of the Detroit Section of the Ameri- 
can Society of Refrigerating Engi- 
neers. 

From H. A. Cardinell, research 
associate in horticulture, and R. E. 
Marshall, professor of pomology, both 
of Michigan State College, the 
Detroit engineers learned about re- 
frigeration requirements of perish- 
ables and a new trend in farm cold 
storage, the ‘“Coolercar,” 

Prof. Cardinell explained’ the 
Coolercar, using slides to illustrate 
his talk, and Prof. Marshall pointed 
out how refrigeration aids in the 
safe storage of fruits. 

Stating that inventions and mod- 
ern improvements had not done 
much toward reducing market gluts 
and corresponding ruinous drops in 
prices of agricultural products, Prof. 
Cardinell cited lack of refrigeration 
as the main cause for this situation. 


CHEAP COOLING NEEDED 


“Up to date,” he held, “we have 
never had adequate cheap refrigera- 
tion for low grade and low income 
produce.” He added that he did be- 
lieve there would never be enough 
cold storage plants on this continent 
—or in the world—to prevent or 
materially improve this situation. 

He pointed out that a too large 
percentage of most agricultural prod- 
ucts are poorly grown, harvested at 
the improper stage, and are not 
packed or handled in such a way 
that they may be shipped to com- 
mercial cold storage plants and 
economically stored for a reasonable 
time. He predicted that some day 
the situation would be improved by 
processing the part of the crop that 
was too poor for cold storage into 
by-products. 


SPEED IN HANDLING 


As most of the produce is har- 
vested in warm weather, usually be- 
tween 60° and 90° F., it must be 
handled quickly, consumed or proc- 
essed within a few days, immediately 
refrigerated or lost. Records show 
that it is usually large acreage oper- 
ators who store their crops. 

“Even so,” Prof. Cardinell said, 
“most of the storing is done by the 
buyers.” 

Taking the Michigan apple crop as 
an example of harvesting and stor- 
age practice, it was shown -that 
during the harvesting time, Septem- 
ber and October, the average tem- 
perature over a period of 46 years 
was 56° F. As the temperature 
doesn’t fall, on the average, to freez- 
ing temperatures until December, 
growers cannot expect much in the 
way of refrigerating temperatures 
until this time. 


MUST STORE BIG LOTS 


As to storage facilities, Prof. 
Cardinell stated that studies have 
indicated that if the average crop 
stored is less than 10,000 bushels and 
good cold storage facilities are close 
by, it probably would be impractical 
for the grower to provide his own 
storage. “It apparently costs in the 
neighborhood of $1 per bushel to 
build and equip mechanical cold stor- 
age on the farm,” he continued, “and 
the great majority of farmers have 
found this type of storage too expen- 
sive.” 

The answer to this expense ques- 
tion can be found in the increased 


usage of old railway refrigerato, 
cars, from whence comes the name 
“Coolercar system.” 

After switching charges and the 
cost of moving from the rails to the 
farm are considered and the salable 
amount of scrap iron is deducted, the 
average net cost to the purchaser jg 


$150 to $200. (Conc! 
: conditii 
COST WITH ‘COOLERCAR’ in sto. 
“Therefore,” the professor stateq helps 
“for the first time it is possiile t, Gacus® 
have combination ice and air-cooleq Jy ‘#* ©” 
storage or mechanically refrigerate, — 
rooms at a cost of 17 to 20 cents per 32°F. 
bushel capacity. down i 
“These cars adapt themselves fo, particu 
storing late varieties of produce anq living, 
holding them at their best tempera. 9 which 
ture and humidity. Cars may pe jm content 
partitioned so that each may be helq chemic: 
at a separate temperature.” the rat« 
“It was shown that by moving the and pé 
fruit into a higher temperature in lower t 
the car before packing or moving, mature: 
produce sweating, which is Very The 
objectionable to the trade, can be tant c¢ 
eliminated. Individual rooms for distribu 
storage were admitted to be idea] said Pri 
but too expensive for the farm. mines t 
Another advantage of cold storage be safe! 
on the farm is to reduce the logs good sh: 
from weather conditions, as low ing pub 


grade fruit damaged by conditions 
may be kept marketable for many R 


weeks if cooled at once, the speaker To il 
stated. In addition, it was held that rate of 
a larger yield, better sized fruit, showed 
brighter color, and extremely better Intosh 2 
flavor can result if products can be apples 
more nearly ripened on the tree, but days. § 
that only those with adequate quick after’ 39 
cooling refrigeration near at hand at 70°, | 
can reap these gains. For "' 
TEND TO OVERLOAD yor 
l 
“Many times,” said Prof. Cardinell, being 
“the rush picking of perishable crops brought 
results in over-loading storage plants temperat 
which prevents adequate quick re- which tl 
duction of fruit temperatures.” This tards the 
tendency of the farmer to overload down th 
the capacity of the cooling facilities Apples 
must be guarded against, he cau- stacked | 
tioned. such a 
“If mechanical refrigeration is in- circulatic 
stalled,” he continued, “utmost con- and to 
sideration must be given to adequate between 
cooling surface and more than aver- vised. 


age defrosting. Farmers buy for 
average crop capacity—and half the | 
years put bumper crops into the 


storage rooms.” Fruits 

Farmers in general were held to giving oO 
know little about the possibilities 9 'SP!ratic 
of refrigeration. However, it was engineers 
thought that as growers become more ~ gue 


aware to the value of local storage 
an enormous increase in the use of 
refrigeration can be expected. 


DEALERS CAN SELL IT 


To illustrate the possibilities of 
low-cost storage, slides of actual 
cases where the old railway refrig- 
erator cars were used on farms were 
shown. Prof. Cardinell explained the 
studies made with the cars and the 
enthusiasm displayed by the growers 
over the cost and performance of the 
cars. He also pointed out that re 
frigeration men could do a great deal 
toward selling this idea to farmers. 

“In these cooler cars,” he col 
cluded, “is a building small enoug! 
and cheap enough to be paid for ™ 
one year’s use and one that any 
farmer can afford. If farmers 0 
not adopt the idea, the idea is bor 
too soon or farmers want expensive 
buildings to look at rather than 
economical cold storage.” : 

Effects of different atmospherit 

(Concluded on Page 15, Column 1) 


RAME 


DOMESTIC ICE CUBE MAKERS 


Universal Suspension 


Fluted Walls—Extra Surface for Maximum 
Humidity. Chrome Finished Doors 


KRAMER jrenton auto raptor 


WORKS - 


TRENTON, N. J. 


Send for Complete 
Bulletin 
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Commercial Re rigeration 


Proper Procedure For 


Storage of Apples and 


lood Factors Explained By Prof. Marshall 


(Concluded from Page 1}, Column 5) 
conditions on fruits and vegetables 
in storage, and how refrigeration 
helps to remedy these effects, were 
jiscussed by Prof. Marshall in his 
talk on food preservation. 

Low storage temperatures of about 
9° F., said Prof. Marshall, slow 
down the “rate of living” of fruits, 
particularly apples. This rate of 
ving, he explained, is the process in 
which the apple loses its chemical 
content of starch and increases its 
chemical content of sugars. Faster 
the rate, the sooner the apple reaches 
and passes its peak of ripeness; 
jower the rate, the slower the apple 
matures. 

The rate of living is vitally impor- 
tant commercially to the grower, 
distributor, and retailer of apples, 
said Prof. Marshall, because it deter- 
mines the length of time apples may 
be safely stored while remaining in 
good shape for selling to the consum- 
ing public. 


RIPENING RETARDED 


To illustrate how important the 
rate of living is, Prof. Marshall 
showed a chart pertaining to Mc- 
Intosh apples. Stored at 32° F., the 
apples become fully ripe after 87 
days. Stored at 40°. they are ripe 
after’ 39 days; at 50°, after 21 days; 
at 70°, after only 11 days. 


For best results, Prof. Marshall 
recommended that apples be placed 
in storage within 24 hours after 
being picked, and that they be 
brought down rapidly to 32°. Cool 
temperature slows down the rate at 
which the sugars increase and re- 
tards the loss of starch, thus slowing 
down the rate of living. 

Apples and other fruits should be 
stacked in the cold storage room in 
sich &@ manner that there is free 
tirculation of air all around them 
and to as much extent as possible 
between them, Prof. Marshall ad- 
vised. 


HEAT GIVEN OFF 


Fruits in storage are continually 
giving off heat in the process of 
respiration, Prof. Marshall told the 
engineers, and the rate of heat- 
emission has been accurately meas- 
ured. 

Apples at 32° develop a heat load 
of 800 B.t.u. per day per ton; at 40°, 
1600 B.t.u. per day per ton; at 50°, 
3200 B.t.u. per day per ton; at 
85°, 6,400 per day per ton; at 
8°, 12,800 B.t.u. per day per ton. 

Peaches give off more heat than 
apples, pears more than peaches, 
aid raspberries and _ strawberries, 
which ripen very rapidly, give off 
much more heat than the other fruits, 
‘aid Prof. Marshall. 

In bringing down the temperature 
of apples from 80° to 32° in one day, 
a heat load of 3,000 B.t.u. per ton 
must be coped with. If three days 
m taken, the load is 8,000 B.t.u. per 
_ and if five days are taken, the 
oad is 14,000 B.t.u. per ton. 

, Bringing the fruit down from 70° 
0 32° produces the following heat 


-_— 
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Most Accurate Control 
. Valve for Small 


4 Capacity Systems 
The “TK” Thermo Valve 


CO Valve Co., St. Louis, Mo. 


loads for different times: one day— 
2,500 B.t.u. per ton; three days— 
7,000 B.t.u. per ton; five days— 
12,000 B.t.u. per ton. 

Naturally, for peaches the heat 
load is higher,.and for pears it is 
still greater, °° 

On the tree an& in, cold storage, 
apples are protected “ffom excess 
weight loss due to moisture evapora- 
tion by a bloom, or thin film of wax, 
which accumulates on the skin of the 
fruit. This wax: often is removed in 
the process of washing and handling 
the apples, said Prof. Marshall, and 
the result is detrimental to the fruit. 
Present artificial waxing methods 
have not proved satisfactory, and so 
considerable care must. be taken not 
to remove the wax in washing and 
handling. 

There are other factors to be con- 
sidered in the cold storage of apples, 
primary among them being the prob- 
lem of common “ailments” which 
develop under certain conditions. 

Temperature and humidity should 
be regulated to prevent’ these 
troubles from developing. Main ail- 
ments are “storage scald,” prevent- 
able by packing in waxed paper 
or oil-impregnated shredded paper; 
“soft scald,” pertaining almost solely 
to Jonathans and caused at around 
32° but not at 36 to 38°; “Jonathan 
spot,” worse at high temperatures 
than at low and high humidities than 
low; and “internal breakdown,” 
which results after too long storage 
and is most dangerous for large 
apples. 


Kirkpatrick Will Direct 
|. T. & T. Sales From London 


NEW YORK CITY — The Inter- 
national Telephone & Telegraph 
Corp. announces that its principal 
manufacturing subsidiary, Interna- 
tional Standard Electric Corp., has 
appointed W. S. Kirkpatrick, for- 
merly distributor for Brunswick- 
Kroeschell Co. and Carrier Corp., to 
manage its sales of electric refrig- 
eration and air-conditioning products 
abroad, principally in the European 
market. 

Mr. Kirkpatrick will be supervisor 
of commercial refrigeration and air 
conditioning with headquarters in 
London. 

IL.T. & T.’s manufacturing and sell- 
ing operations are conducted through- 
out the world outside of the United 
States and Canada, and it has made 
arrangements within the past sev- 
eral months to supply abroad 
under International Standard Electric 
names and trademarks, products of 
Mills Novelty Co. of Chicago and 
Baker Ice Machine Co. of Omaha. 


Kramer Explains Use of 


‘Triple Trough’ Baffle 


TRENTON, N. J.—A new bulletin 
illustrating and describing Kramer 
“triple-trough” baffles, combinations, 
and coils for walk-in coolers has been 
issued by Trenton Auto Radiator 
Works, manufacturer of Kramer 
coils, radiators, and equipment for 
cooling, heating, and refrigeration. 

Complete specifications tables are 
included in the bulletin for coil and 
triple-trough combinations for cabi- 
nets 8 feet high and 10 feet high, 
and for streamline coils for walk-in 
coolers. 

The bulletin, listed as No. 339TC 
effective March 29, 1939, is a fore- 
runner of Trenton’s 1939 refrigera- 
tion equipment catalog, scheduled for 
release soon. 


Murphysboro, Ill. Dealer 
To Handle Conditioners 


MURPHYSBORO, Ill.—Home Heat- 
ing Co., handling Frigidaire house- 
hold and commercial refrigeration 
and contracting for oil heating 
equipment installation, has taken on 
the selling and installing of York 
and American Blower air-condition- 
ing equipment. 
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TEAC CCALALE LEE. 


Your name and address will bring your copy of PAR’s 1939 
Catalog “’R’’. It covers the complete PAR Line and contains much in- 
teresting and valuable information. Write today. 


AIR COOLED HIGHSIDES 


Far Peak Performance 


You know what it means to install equipment 
with plenty of reserve capacity— with power and 
stamina to “stay in there and pitch” . . . That’s one 
of the reasons you'll like PAR Units. They are made 
for long-haul, economical service that pleases cus- 
tomers and reduces service expense. 


The PAR air-cooled unit shown above is made in 
seven sixes, 44 H.P. to 2 H.P., for ‘‘Freon-12”’ or 
methyl chloride. Three optional speeds, for low, stand- 


ard and high temperature applications. en 
Hi... 
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See PAR Units at Your Nearest Jobber: 


Akron, Ohio 
Percy G. Hanson 
Dares New York 
Melchior, Armstrong, 
Dessau Co. 
Atlanta, Georgia 
Bowen Refrigeration 
Supplies, Inc. 
Baltimore, Maryland 
Melchior, Armstrong, 
Dessau Co. 
Birmingham, Alabama 
Refrigeration Supplies 
Distributor 
Boston, Massachusetts 
Melchior, Armstrong, 
Dessau Co. 
Brooklyn, New York 
Melchior, Armstrong, 
Dessau Co. 
Buffalo, New York 
Melchior, Armstrong, 
Dessau Co. 
Root, Neal & Company 
Cedar Rapids, Iowa 
Dennis Refrigeration 
Supply Co. 
Charleston, West Virginia 
Air Conditioning & 
Refrig. Sup. Inc. 
Charlotte, North Carolina 
Henry V. Dick & Co. 
Chattanooga, Tennessee 
Pegler Machinery Co. 


Chicago, Illinois 
H, ~~ Blythe Co. 


Cincinnati, Ohio 
Merkel Brothers Co. 


Cleveland, Ohio 
Debes & Co. 


Columbus, Ohio ; 
Hughes-Peters Electric Co. 


Dallas, Texas 
The Electromotive Corp. 


Davenport, Iowa Minneapolis, Minnesota San Francisco, California 
Republic Electric Co. Refrigeration & Industrial California Refrigerator Co. 
Dayton, Ohio Supply Co. Seattle, Washington 
W. H. Kiefaber Co. Mobile, Alabama Refrigerative Supply Co. 
Denver, Colorado Harris Fixture Co. Papevapert, Rewcenne a 
“Tesbty oe. visadnes Speatgenery. ——w Sioux City, Iowa _ 
Detroit, Michigan Teague Hardware Co. Dennis Refrig. Supply Co. 
W. C. DuCom , Inc. Nashville, Tennessee South Bend, Indiana 
Young Supply Co. The Starr Co. F. H. Langsenkamp, Inc. 
Des Moines, Iowa ark, New Jerse Spokane, Washington 
Dennis Refrig. Supply Co. nt ppl iemaigone, Refrigeration Parts Sup. Co. 
Plint, Michigan Dessau Co. Springfield, Mlinois 
Shand Radio Specialties New York City, New Yorx Springfield Refrigeration 
Ft. Worth, Texas Melchior, Armstrong, Supply Co. 
McKinley Refrig. Supply Co. Dessau Co. Ss ————, ‘Massachusetts 
Greensboro, North Carolina Norfolk, Virginia oe ore 
Home Appliance Service Co. Noland Co. St aomin Missouri 
Harrisburg, Pennsylvania Oklahoma City, Oklahoma Brass & ‘Copper Sales Co 
Melchior, Armstrong, Mideke Supply Co. _ e : ' : 

Dessau Co. Tampa, Plorida — 

Omaha, Nebraska Bowen Refrigeration 
pone tinge Co Interstate Machinery & Supplies, Inc. 
Indianapolis, Indiana we +p Ae Toledo, Ohio 
z . Peoria, Tlinois Heat & Power 
F. H. Langsenkamp, Inc. - ‘ ) 
R. E. Thompson Co. Engineering Co. 

Jacksonville, Florida 
The Jamita Co. Philadelphia, Pennsylvania Tulsa, Oklahoma 
Kansas City, Missouri Melchior, Armstrong, Machine Tool & Supply Co. 
Forslund Pump & Dessau Co. Washington, 9. C. 

Machinery Co. Phoenix, Arizona Melchior, Armstrong, 
Los Angeles, California Refrigeration Supply Dessau Co. 
Frank Gillett Co. Distributors Waterloo, Iowa 
Refrigeration Supply Dist. Pittsburgh, Pennsylvania Winterbottom Supply Co. 
Louisville, Kentucky Melchior, Armstrong, Wichita Falls, Texas 
a eee OF onan ae United Electric Service Co. 
Macon, Geor ortlan regon 
Lowe Electric Co. Refrigerative Supply Co. Ralteay gene cae 
Madison, Wisconsin Richmond, V Specialties, Ltd. 
Refrigeration Specialty Co. A. R. Tiller, Inc. Montreal, Quebec, Canada 
Memphis, Tennessee Rochester, New York Railway & Engineering 
United Refrigerator Melchior, Armstrong, Specialties, Ltd. 

Supply Co. Dessau Co. Winnipeg, Manitoba, Canada 
Milwaukee, Wisconsin Sacramento, California Railway & Engineering 
Refrigeration Specialty Co. Hinshaw Supply Co. Specialties, Ltd. 


EXPORT DEPARTMENT—Melchior, Armstrong, Dessau Co.—New York City, New York 


-MODER 


DEFIANCE, OHIO’ U.S.A 


N EQUIPMENT CORPORATION 


Bij aR 
its 
Sr. | eee eo . ail : | : | | 
rit i sae fe aes s ™ Z on re eS yah SS a a as cs i * ans | 7 — ; | | Z ; 
i = ee aes g 2 ae mee , ae Ba ie aes: Be i co ow 
¥ os ‘i 7 : ° 2 > ee, . — ee “>t a SOS Sc 52> a < OG, “ = $ Heise g — oe 2 ‘ay ; % . 
raed: : > a - ua Pe : : Ko ye Bi as anes “te ike See 
ator : a Segeso a ® || BY Giatece cote reseresei ee) me ee ee os 
(i RC TARA NSA NEL te ARSENE SE SEI, A URC SA RETRO OPTED eae | Og gS ae i . \ 9 ee OSS Se OSs oe ik > \ We 
in fee ogee . = . es Sy* ts fe SO OSS ne POS To me Dae me . me ni 
spel ~ ie GO ; Pak We ines & = PSS SSIS oe Snes ast eal rae 5 ; 4% 
iy irs sc ha ~ Be, re ee oa PS oe ek is . i 
at f a ae. te ge : c iO Oo Og Oa. POSS: oe Ae ere, ag Oo ge Ae 
the ereuioal Cp Pg Oe 5 es ‘ Di SPRSS Se Sse a. pe” eee TE: oS 
th nN get) Ere emia Ee ers OS Page at or, , ee ca : o 
ie Fe ce > “ ss ‘a ae ” nate i Nea ae So 2 ae ne a : - F © : : vail : .. | 
able a Ca ae .. Ti Saseeeeee Pan x = a i— oa Bac 
th Ee hes Pay SE oS So eee | 1S 2SSeSeoseu ee, eee hon Pe oe woes 8 8 my, : 
e P boeee ok ~we es awe ote ag GP Oca ae ee. ae ae Pes ed 
yp 3 ree PS a : a ee ae tee PA "ee “a ee ; 4 ee - ath 
rr is as 5 oe] | 1 [ee TL ee kee es MCE ee: Se. ee q 
—— ee ae eee lg, fe wy! ye ae de 
ee | ae lao> a ne Get Sy, : Ree Wig Suprema: Fg Pes! ee & $ Sacre = ana! 
 @ | feeeee 4 — Ps . Mealoaeee nee Bibs a P i Cadre ae: ‘i 5, Mage, ai Bh atl fgets 
caer f feeee imroeg er a. Bec: eee byes i ir ee ose eS ae aioe oe 
os ay | i a 4 ae pe: of uate oi “ ‘ ossnmee® re Gj: eee ee ise ras Silas 3 nae igi *% i i 4 5 SRE og), ye iieeele 
ae Sse i: Of ae ; ae : Perr Bl ee tes A: le ee Bes = 
ited, — epg ORL, — oe i ig. ee Pee ee ashe T 
€ to a oe) hs Seagrass Ree Re ce wi Lee P saovinetiatin. as ie CY? ots Eda ¢ es. a eae ee Be 
oled — «= oe See Na a a ee ee eS pg — 
a nn ae : Te I ee Pi & fee nea: ae 2 oe ee et 7 
ted fi eeaha. : Sie ees SP un em ‘ SS ee BO te Ge a ae & ee m4 r Bok ena ae 
: 4 ee oo A ——— ae oma i ae a 
a 3 enh 8 oe Aaa Pees Ain . ; -y re ie a8 
a ‘ fee eres Paes 
for — } Ne a aemeyt: — _ an 
era- — i _ 
held SS a : : . = 
Die ee SG . ' | : ‘ 
e in sian io all de ae ed : 3 ) , a | Zz 
| ey : ey : . . eee ee : " 
ving, gee Rai. i. Soares: : ss : : : a - ee 
2 any ee oy eS 4 hac ae ee ole ms er eat ‘ poe 
| ee ie a % : : (ier a: ne Koenig a ee : eo Bia 
fs hae oe ae oa RS « ey oa ia =} ee € ' <2 ~ x iiss 2 boas 
: | ‘i _ a,” TARP sas Be 
ideal a — oe 
rage Po a — ' | 
ce flee 
tions : 
nany ee : 
~aker a 
that | 
fruit, 
etter | 
in be E 
, but e 
i ae 
quick ne ¥ 
linell * 
: en com- | 
a + crankshaft driv speed €Me 
K Te varge capacity tYPS: | 
This veser 
xe Three-ring ane 
movable compress 
valve plate- : 
* convenient — ae 
motor adjustments. | y. 
. d drive- a 
cog over pelte ee 
re- al 
* Fusible plug in r a 
ceiver; thermal ove < 
load protection. es 4 
og. AL 
* Completely assembled ii 
and wired, ready for oe 
installation. rr ) we 
‘ a. _ ene — — ins Units ff re ats 
| ali ‘ceca: 
| 2, Fal 
| os Eyre Pe] oe 
i < a) 1 
P , a wl j 
SS fig | f 
4 H| iy) ct 
et | ee 
fi , aro 
aly as 
| 
a = | 
BU 
—Eiivedie Satine ba 
SOOLING — HEATING AND ff 
— AIR CONDITIONING ff 
: Sa hg | 
BUSH NUFACTURING CO. 
HARTFORD, CONN, 
a — 
. 
a 
| | s i : ER , a 
The So 
ee 
7 ae 
q | | 
] re 
Seis | 
me ears . - P ; ‘ : , Ay ; : . We Fs ; 4 ee : , : 
| | | | | - , 9 ‘ “a ™ Fay 


16 


Cewice 


AIR CONDITIONING & REFRIGERATION NEWS, MARCH 29, 1939 


‘Preventative Service’ Plan Based on 
Yearly Contract Devised By Concern 
To Improve Refrigeration Servicing 


By Robert Price 


YOUNGSTOWN, Ohio—One of the 
biggest “black eyes” suffered by the 
-electric refrigeration industry is the 
poor servicing of installed equipment. 
That is the belief of Bonded Refrig- 


eration Service Co. here. As a cure 
for this condition it employs a 
“preventative service,” which fea- 


tures a yearly repair contract—paid 
in instalments—and a trained service 
crew working on 24-hour call duty. 


From the time of the first request 
for service by a customer, or of work 
contracted by the company itself, a 
complete check is kept on all the 
equipment used by the customer. In 
addition, regular calls are made in 
search for new service customers, 
and at that time a convenient re- 
minder card is posted, on which is 
the company’s location and a list of 
services offered. 


‘CONTACT REPORT’ 


At the same time, a service “con- 
tact report” is made out from the 
information gained from these calls. 
This gives a complete preliminary 
picture of the store’s equipment, the 
present service arrangements, price 
quoted for work to be done, and pos- 
sible future service needs. This in- 
formation is kept on file and acts as 
a particularly active prospect list. 

Receiving a call for service, the 
company uses a “service order.” 
This form carries full information of 
the work requested, the condition of 
the equipment at the time of servic- 
ing, other work requiring attention 
other than that outlined by the pros- 
pect, materials used, hours on the 
job, and the total cost of the job. 

Believing that the average person 
pays little or no attention to his 
equipment until he runs into a serious 


breakdown, the company has de- 
signed a yearly service contract. 
This contract not only is a preventa- 
tive service for the customer, but 
also is a protective service for the 
company. For, as E. S. Wright, 
member of the firm, puts it, “People 
actually in trouble over their equip- 
ment are slow to pay.” 


According to the terms of the con- 
tract, the company agrees to take 
full charge of the customer’s equip- 
ment in consideration of a flat fee 
to be paid in instalments. The con- 
tract runs for a year, payments being 
made in the form of a down payment 
and the remainder to be paid in 
quarterly instalments. 

By terms of the contract, the com- 
pany agrees to inspect and adjust 
every three months the operating 
mechanism of the refrigerating sys- 
tems named by performing the fol- 
lowing services: inspect and clean 
equipment, oil motors thoroughly 
and change oil at least once a year 
in compressors, check all valves, 
operating pressures, water lines; in 
short, to make a complete check and 
adjustment of all equipment. 


MOTOR CHARGES EXTRA 


Motor charges are additional, but 
the company agrees to remove the 
motor and furnish another rent free 
while the defective motor is under- 
going repair. The company pays for 
all materials used under the regular 
terms of the contract. It is not held 
responsible for any repairs not a re- 
sult of natural wear coming from 
ordinary and usual use of the equip- 
ment. 

Company further agrees to service 
refrigeration units at any time be- 


tween regular quarterly inspection 
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This convenient “reminder card” is posted on or near the refrigeration equipment of a customer or prospect 
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Write DOLE REFRIGERATING COMPANY 
5922 N. Pulaski Road Chicago, Wlinois 
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General Offices. Waterbury, Conn 


information on the service request, work done, and charges made. 
Other equipment requiring 


attention is also listed. 
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Service Contact Report 
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Contact report is made out at time the “reminder card” is posted. 
it gives a complete picture of all the prospect’s equipment and goes 
into the unusually active prospect file. 


over 60 years of combined experience, 
Coreful Check, Frequent which makes a good selling point for 
ee ee e service prospects. 
Servicing Minimize Although the company does not 
Customer Complaints 


compete with service customers on 
equipment installation, dealing pri- 
marily in replacement equipment, the 
shop is equipped to prepare special 
(Concluded from Page 14, Column 3) installation jobs according to specifi- 
— The schedule is so arranged that the | cation. 
calls may be shifted from day to day And so because of the conviction 
in order that there will not be alter- | that the average person lets his re- 
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report to a job at any time of the 
——— day or night. Another special serv- 
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Text of ‘Bonded Insured 
Service Contract’ 


service calls and relays the informa- | Ohio, hereinafter designated as the com- 
tion to the company. pany, first party, and ........ ere 


‘In order to give prompt service,” hereinafter designated as the owner, 
‘ second party. 
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Made out at the time of the first contract checkup, this sheet has 
led information on all equipment. A plan of the job is sketched on 
other side to make the job of servicing easier and more efficient. 
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Daily Bonded Refrigeration Service Call Report 


Customer Address Phone 


Time Person 


Person Taking 


Calling | Rec'd 
Exch. 


Time 
Given to 
Bonded |Taking Call 
Exch. Call at Refrig. 


By Exch. Refrig. 


Person or 
Check 
Mechanic Call No. | Service 


Request 


Given to 
For Bonded Cust. 


To prevent any slip-up on service requests a complete chart is kept on all customer calls. This information 
with the day-by-day “work chart” insures immediate service. 


three months by performing the following 
services, to-wit: inspect and clean equip- 
ment; oil motors thoroughly and change 
oil, at least once a year in compressors, 
check all valves, operating pressures, 
water lines, tighten bearings, belts, clean 
condensers; check for bad pistons or 
rings; remove carbon or air from systems; 
clean strainers; check settings of expan- 
sion valves, circulation of air in coolers, 
baffles, hardware, door seal on cases and 
coolers; clean, check, and replace brushes 
and clean commutator on electric motors. 

All electric motor repairs such as re- 
winding, or replacement of parts shall 
be charged for additionally, but the first 
party agrees to remove motor and furnish 
a rental motor free of charge during 
period the motor is undergoing repair. 
The first party shall not be liable for 
motor trouble caused by burn-outs due 
to overloads, improper fusing, open cir- 
cuits, shorts, or bad bearings, or low 
voltage. Any authorized changes made 
resulting from improper wiring will be 
charged for additionally. 

The first party agrees to perform all 
the above labor services during the life 
of this contract for the regular service 
payment as above quoted without an extra 
charge except as above, and for all repair 
parts, oil, refrigerant, or other materials 
only; used in the maintenance of said 
refrigeration system and the first party 
shall not be held responsible for the 
repair of any refrigeration unit disabled 


from outside causes, accidents, explosions, 
or from tampering or from any other 
than the natural wear and tear resulting 
from the ordinary and usual use of said 
refrigeration unit. The said owner hereby 
agrees to pay for extraordinary services, 
required because of accidents or other 
unusual causes and for materials or parts 
used on such work at the regular rate 
in addition to the amount hereinbefore 
expressed, for inspection and maintenance 
service. 

The company agrees to service refriger- 
ation units at ahy time between the regu- 
lar quarterly inspection periods upon 
reasonable notice and if the cause of the 
breakdown was from the natural and 
ordinary use of the unit and not from 
tampering or other causes as above ex- 
pressed the company shall make no extra 
charge for said special service call. 

The company agrees to provide a check 
call number to verify each service call 
for the owner's protection. If the com- 
pany refuses or neglects to provide the 
aforesaid service within five hours after 
being notified, the owner shall hire the 
work done and the company shall pay 
*the cost thereof and be released from 
any claim for spoilage or other losses. 

All servicing and repairing shall be 
performed according to the standard prac- 
tices of the Refrigeration Service Engi- 
neers Society. 


The company agrees to maintain charts 
showing the condition found upon any 


inspection and provide the owner with a 
duplicate copy thereof and the owner 
agrees to sign duplicate of said charts 


. which will be kept in company files for 


reference. 

It is understood and agreed that the 
above quarterly payments shall be pay- 
ment in full for all services rendered by 
the company except the payment of parts 
and except for any repairs caused by 
accident or acts out of ordinary usage 
of the machinery. 

In consideration of the faithful perform- 
ance of this contract by both parties 
hereto for the term hereof, the parties 
agree that this contract shall continue 
for another term and upon the perform- 
ance of any service by the company after 
the term hereof, it shall bind both parties 
to a renewal hereof unless abrogated by 
written notice, delivered by registered 
mail. This contract is supported by a 
good and sufficient bond on the part of 
the company, copy of which is printed on 
reverse side hereof. 

IN WITNESS WHEREOF we here unto 


set our hands this ........ GaP lente has 
ia a Refrigeration Service Co. 
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AIR CONDITIONING & REFRIGERATION NEWS, MARCH 29, 1939 


‘Life’ Discovers A Man Who Discovers—What Every 


vs fn 
femperature drops from 88° to 21° in les than one minute 


Quicold POWRETS are in the glass at the left. ‘The water, which when mixed with the pow- 
fers will cause them to react chemically, is in the other glass. Its temperature is 83°. 


when the water is poured 
mite the powders, because the compound contracts and absurbs heat from the outside. 


RICHARD SHERTON 


the powders will be mixed. 


BUSINESSMAN DISCOVERS A POWDER WHICH 
WILL COOL A CAN OF BEER IN A MINUTE 


ihemists have been working for years to develop a refrig. 
rant which could be easily transported and safely 
handled. Best to date has been dry ice. But even dry ice 
lasts only 48 hours in transit, produces fumes and is diffi- 
cult to dispose. of. Chemical refrigerants are dangerous, 
unstable, expensive, and necessitate special packaging, 

Next month the Canned Cold Chemical Corp. of New 
York City is putting on the market a refrigeratit. called 
“Quicold" that appears to satixfy all requirements, 
Composed of two powders, the product when combined 
with water will lower the temperature of any object from 
60° to 18° Fahrenheit in less than a minute. The powders 
contain bicarbonate of soda and other secret ingredients, absorb outside heat when 
reacting and thereby cool anything which is placed in the mixture. 

Discoverer of the refrigerant and president of the company is Richard M. 
Sherton (above), a businessman who took up chemistry as a hobby. He stumbled 
upon the discovery in 1928, But it took him ten years to make it sufficiently sta- 
ble to be used commercially. Because one pound of the powder has the cooling 
power of 50 Ib. of ice it should be widely used in airplanes where weight and 
space are important factors. [ts greatest market, however, will probably be in cool- 
ing refreshments. Plans are now being made for producing cans with false hot- 
toms, ax well as cocktail shakers and thermos bottles containing tubes in which 
It would cost you about one cent to cool a -bottle 
of beer, 3¢ to chill a shakerful of cocktails without diluting them. Though non- 

i the compound cannot be mixed with drinks as it would alter their taste. 


ied 


Two pages (reduced size) from the March 27, 1939, issue of “Life” magazine 


Test tube of water (abore) is placed in the glass (he- 
low) containing the refrigerant. The 


ge was Be ee 


* fte is formed in tube (delow) after seven minutes. In of ive have heen used on patients with acute appendicitis, 
England compresses made of Quicald powder instead have relieved inflammation six times as rapidly ar ice. 


pounds continue to react for 14 otigutes. The misionno 
chemical com- temperature of Quieold is 18° as against 92° for ice. 


iiss 


—_ 


Chemist Knows 


On pleales, drinks and food can be placed in b- -: wink. 
pound of refrigerant and water, are cooled in on!) |... | 


Cocklalls can be chilled in special shakers. The trite | 
ever, will be stronger as they ere vot dihited |. ting ie 


fee packs ure colder aud more flexible, By addins the powds 
from tive to time they can be made to last as loo 1+ necemsty 


> J 
3 oe F 


Thermos bottles will be fitted with an inner tube to contain th 
powder, This tobe will be wmatler than the ane shown hen] 


| 
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Beautiful Pictures, But It Isn’t News 


“Life’ magazine, whose marvelous photography, masterful 
editing, and keen appreciation of the dramatic values in commonplace 
events made it an overnight success and one of the most popular 
magazines of our time, has discovered something. 


When the two pages reproduced © 


above (reduced size) appeared in 
fast week’s issue, we were so startled 
by such impressive pictures of a 
couple of piles of white powder that 
it appeared advisable to check up 
on this “discovery.” 


So, the following telegram was 
sent to several individuals whose 
scientific attainments have long been 
recognized in the industry: 


“Please comment by wire or air- 
mail on practicability or limitations 
of chemical powder method of refrig- 
eration publicized in current issue of 
Life magazine.” ° 


AIR CONDITIONING & 
REFRIGERATION NEWS 


While awaiting replies the follow- 
ing comment was obtained from Ira 
H. Reindel, chief engineer, Norge 
division, Borg-Warner Corp. 


“From the standpoint of invention 
there is nothing in the method of 
refrigeration by powders described 
in Life magazine. It’s an old 
phenomenon well known to every- 
one who has worked in a physics 
laboratory. 


“Apparently it will have only a 
limited commercial application, and 
probably its chief appeal will be 
from a novelty standpoint, such as 
taking along some powders to cool 
a drink on a train ride. 


“If the figures quoted in Life 
magazine are correct, there is a big 
margin in operating cost in favor of 
mechanical refrigeration. According 
to the figures given, it will cost 5 
cents to cool a shakerful of cocktails 
with the powders, while a tray of 
ice cubes, far more than adequate 
for such a job, costs about three- 
tenths of one cent to produce. 

“Another factor that will make 
the powders expensive to use is that 
they are apparently not reclaimable 


—that is, the powder can be used but 
just once.” 


Following are the replies: 


McGovern Refers To 
1915 Cyclopedia 


Telegram 
Wilmington, Del. 


Regarding telegram concerning 
cooling by methods such as negative 
heat of solution possible. Various 
mixtures are described in Scientific 
American Cyclopedia of Formulas, 
1915 edition. For example, mixture 
of equal parts of ammonium nitrate, 


sodium carbonate, and water said to - 


cool to 7° F., starting at plus 50. 
Understand similar mixture sold 
in England 12 years ago, but en- 
joyed only narrow field of applica- 
tion, such as for picnics and tropical 
countries. Practicability would de- 
pend upon cost and convenience 
versus other methods. Also safety, 
corrosiveness, etc. Have no infor- 
mation on particular mixture in 
question. 
E. W. MCGOVERN, 
R. & H. Chemicals Dept., 

The E. I. du Pont de Nemours & Co. 


It’s Old Stuff To 
E. T. Williams 


Telegram 
Pelham, N. Y. 


Regarding telegram requesting 
comments on chemical powder meth- 
od of refrigeration, this is a well 
known phenomena. A dozen or more 
chemicals will react with water to 
produce temperatures 10 to 30° below 
freezing and have been used for the 
purposes described in Life magazine. 

For example, 150 parts potassium 


sulphocyanate dissolved in 100 parts 
water will reduce the solution from 
51° to 10.6° F. below zero, 60 parts 
ammonium nitrate 100 parts water 
from 56° to 7.5° F. 

A refrigeration unit was con- 
structed some years ago in which 
ammonium nitrate was dissolved and 
recrystalized in continued cycle, the 
water being vaporized from _ the 
strong solution by a Bunsen burner. 
Its overall efficiency was far below 
commercial requirements. 


The alleged capacity of 1 Ib. 
“Quicold” secret powder mixture 
being equal to 50 lbs. of ice of 7,200 
B.t.u. would seem to fully justify 
Mark Twain’s famous reply to a 
friend who told him of seeing a 
notice of his death in the paper. 

In the absence of information as 
to the chemical used, no estimate of 
capacity can be given. 

E. T. WILLIAMS 


“Endothermic Reactions 


Well Known’—Higley 


Ansul Chemical Co. 
Marinette, Wis. 
Editor: 

We have your wire asking for 
comment on the practicability or 
limitations of chemical powder meth- 
od of refrigeration publicized in cur- 
rent issue of Life magazine. 

We regret to advise that we do not 
have any information on this subject 
other than that contained in Life 
magazine. From a chemical stand- 
point, endothermic reactions are well 
known. For example, when nitrogen 
and oxygen react to form nitra 
oxide, heat is absorbed. Just what 
the ingredients may be in connection 
with this chemical powder method, 
we do not know. 


We do not recall that the subject 
of patents was mentioned in the 
article, but we assume, of course, 
that some patents are involved. 

This method of publicizing a proc- 
ess that is absolutely new seems 
rather unusual to us. 

H. V. HIGLEY, 
President 


Perry’s Chemical Engineer’s Handbook 


Lists Numerous Formulas For 
Effective Freezing Mixtures 


Telegram 
Boston, Mass. 


Editor: 

Mr. Eustis absent. Believe Quicold 
to be practical but expensive. Please 
refer for information on compounds 
of this character to Perry’s Chemical 
Engineers Handbook, page 2209. 
This includes salt mixtures of various 
kinds that could be used in similar 
fashions. 

F. W. BINNS, 
Virginia Smelting Co. 


The Chemical Engineer’s Handbook 
(referred to above) by John H. 
Perry, published in 1934 by McGrav- 
Hill Book Co., contains eight pages 
of formulas for freezing mixtures, 
many of which are variations of the 
salt and ice combination known t 
everyone. Following are some of the 
formulas using common chemicals 
It would appear that Inventor Sher 
ton could get more refrigeration by 
using one of these formulas. It § 
possible, however, that Mr. Sherton 
uses a formula which avoids corr 
sive action or other objection! 
features. 


Temperatures of Freezing Mixtures 
(From “International Critical Tables’) 


Composition, 


Reduction in Temperature 
(in degrees) 
From To 


Mixtures Parts by Weight 

ee CNS oss sacivctecseue 5 

CS PROC res 5 50.0 10.4 
WE, Kk HATES ORNS OR EES SS 16 
Sodium carbonate ........... . 1 

Ammonium nitrate ........... % 50.0 6.8 
Water ...cccccsccceccesceeces 1 
Ammonium nitrate ........... 1 

RE ar ud ieeat ci baetv ches 1 50.0 32 
SN, GED ves cccteeacsene 8 

OENONOE cists ctesiccscens ‘ 5 

SS rere eT Tree er 5 50.0 

ME, 64.9 6.0.03.0.6544.5605 2A 8-0rs 16 

ee eee 5 

Diluted nitric acid ............ 4 50.0 
ee eee 6 

Ammonium nitrate ........... 5 50.0 

EEO TPES GON .o dice ccces 4 

Pere 

Hydrochloric acid ............ 5 50.0 
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abhor Cictivities 


e 


New England Parts Show Draws Visitors 


From Six States; 


(concluded from Page 1, Column 4) 
movies of manufacturing processes, 
a tube-bending contest for service 
men sponsored by Imperial Brass 
Mig. Co., and the charter-granting 
eonies for the Western Massa- 
chusetts chapter of Refrigeration 
gervice Engineers’ Society. 

But, except for the R.S.E.S. cere- 
monies, Which took place Friday 
night after the show had closed, it 
was necessary almost to drag the 
yisitors out of the exhibit hall to get 
attendance at the other events. 

On both days, visitors were wait- 
ing in the hotel lobby before the 
exhibit hall was opened—and on both 
nights it was necessary to “douse 
the lights’ temporarily, after the 
show had gone on a half-hour past 
its scheduled time, to get the crowd 


moving out. 


JOBBERS PLEASED 


Happiest about the whole thing 
were the members of the New 
England Jobbers’ Association, who 
put in a busy two days escorting 
their customers around the exhibits, 
introducing them to manufacturers’ 
representatives, and giving them an 
opportunity to hear a much more 
complete story about each of the 
products than they themselves had 
time to tell. 

As one jobber put it, ‘a show like 
this gives our customers a chance to 
uderstand the products we sell, and 
their uses, much better than we 
could tell them in our own show- 
roms. Jobbers carry so many prod- 
ucts that it’s almost impossible to 
give each—or any—of them the 
every-day attention it deserves. 


“At this kind of a show, our cus- 
tomers can learn about all the differ- 
mt things they can use in their 
businesses—and learn them from 
men who know a lot more about 
thm than we do.” 


PARTICIPANTS 


Companies represented at _ the 
show, and a partial list of representa- 
tives present, follow: 

Aerovox Corp.; Alco Valve Co. 
(Dick Dawson, A. Ulbert); American 
Brass Co. (M. Allen, Mr. Welch); 
American Injector Co. (E. Kellie); 
Ansul Chemical Co. (Bob Kearney); 
American Radiator—Arco fittings 
(George Hench); Automatic Products 
(o. (R. Douglas Marshall); Brunner 
Mfg. Co. (J. W. Cashin, F. E. Wil- 
sn); Bush Mfg. Co. (H. C. Davis, 
(. A. McArthur, Jim Hatch, Ed 
Flannery). 

Ranco, Ine. (E. E. Graff, Art 
Homeyer); Copeland Refrigeration 
%. (Jim Galvin); Dayton Rubber 
Mig. Co. (Jim Torrant); Detroit 
lubricator Co. ~ (Dick Townsend, 
Walker); Electrimatic Corp. (Hal 
McPherson) ; Fedders Mfg. Co. 
_— Haag, Norman Honecker); 

H. Gilmer Co. (Paul Wright); 
i A. Hammond Drierite Co. (W. 

A. Hammond); Henry Valve Co. 
rae Gary, C. W. Hudzietz). 

Imperial Brass Mfg. Co. (Tom 
Byrnes, Ray Burk, George Franck); 
Kason Hardware Corp.; Kerotest 
Mfg. Co. (Jim Strachan, Wid 
‘egfried); Kold-Hold Mfg. Co.; 
Trenton Auto Radiator Co. (I. Kra- 
Mer, Har ry Klinger); Jas. P. Marsh 
Corp, (Rg, Gaisford); McIntire 
Connector Co. (H. A. Chandler, L. G. 
aan) Minneapolis-Honeywell Regu- 
~w Co. (Bob Cross); Mueller Brass 
tt a Huntley, Francis House, 


Mr, McDermott). 
ferless of America, Inc. 


(Bock- 


= Utica, N.Y. 


43 Firms Exhibit 


meyer, Granfield); Penn Electric 
Switch Co. (A. W. Barr); Syntron 
Co. (C. W. Baldwin); Superior Valve 
& Fittings Co. (Chas. Logan); 
Tecumseh Products Co. (George I. 
Boone) ; Texas Co.; Virginia Smelting 
Co. (Fred Binns); White-Rodgers 
Electric Co. (H. Paul Dame); Revere 
Brass & Copper Co. (Smythe, 
Sweeney, Lee Jones). 

Linde Air Products—Prest-O-Lite 
(J. J. Lynch); United Wire & Supply 
Co. (Frank Goodyear); Modern 
Equipment Co.; Spoehrer-Lange Co. 
(C. C. Grote, C. C. Segrist); Rotary 
Seal Co.; Swift Mfg. Co.; R. & H. 
Chemicals Dept., E. I. du Pont Co. 
(E. W. McGovern); AIR CONDITION- 
ING & REFRIGERATION NEWS (T. T. 
Quinn). 


Bridgeport Serviceman 


Wins Tube Contest 


SPRINGFIELD, Mass.—Jack Jos- 
ephson, refrigeration service man 
from Bridgeport, Conn., won a $15 
kit of tools as first prize in the 
refrigeration tube bending contest 
sponsored by Imperial Brass Mfg. 
Co. during the New England Parts 
Show March 25. 


Mr. Josephson completed his proj- 
ect in 19.6 minutes to rank above 
Seven other contestants, representing 
all parts of the New England area. 
The contest aroused widespread in- 
terest among the service men attend- 
ing the two-day event. 

Second prize, a kit of tools worth 
$10, went to E. Daisy, service man 
from Cambridge, Mass., and third 
prize, $5 worth of tools, was won by 
E. L. Butler, of Hollis Center, Me. 
Mr. Butler also won a cash prize of 
$5 for being the contestant who had 
traveled the greatest distance to 
enter the competition. 

Judges in the contest were Hal 
McPherson, of Electrimatic Corp.; 
T. R. Kearney, of Ansul Chemical 
Co.; and L. G. Dunn, of McIntire 
Connector Co. 

Representatives of Imperial Brass 
who were in charge of the competi- 
tion were George Franck, Tom 
Byrnes, and Ray Burk. 


New Gadget Designed 
For Handy Storage 
Of Small Parts 


ANN ARBOR, Mich.—Handy place 
in which to store such odds and ends 
as screws, bolts, contact points, fuses, 
or similar small parts is the Spin-A- 
Bin, a new gadget introduced by 
Noggle Products Co. here. 

Described by the manufacturer as 
a time saver in the shop and a 
merchandise mover on the_ sales 


counter, this device consists of a 
o* * * 


Keeps ‘Em Filed 


*. * *# 
revolving unit containing 24 bins of 
spot-welded, 26-gauge steel. 

These bins are available in two 
sizes, 3 x 3 x 2% inches and4x4x3 
inches. In either case, a double- 
width bin may be substituted for any 
two single-width bins. Outside of 
each bin may be labeled with a card 
or with a sample specimen of the 
contents wired to the front. 


Needles Takes Larger 
Honolulu Quarters 


HONOLULU, Hawaii—James G. 
Needles, manufacturers representa- 
tive and distributor, has incorporated 
his business and moved into new, 
larger quarters here. Mr. Needles 
represents 44 companies, including 
Baker Ice Machine Co. and Warren 
Refrigerator Co. 

Coming to Honolulu eight years 
ago as mechanical engineer for 
American Can Co., then building a 
new plant, Mr. Needles decided to 
stay here and form a _ business. 


New Ice Cuber SS 
Steam Operated 


CHICAGO—A new, steam-operated 
machine for making ice cubes, fea- 
turing a lack of moving parts, is be- 
ing made by Thermo Cuber Co. here. 


In operation, a block of ice is 
placed on the platform at one end 
of the “Thermo” cuber. By gravity 
the block slides through a slabbing 
grid consisting of a series of hori- 
sontal, steam-fiilled tubes. The slabs, 
moving by gravity, are guided by a 
hand-operated conveyor onto a cub- 
ing grid, through which they drop 


onto a chute which guides them into 
a receiver. 

The unit requires a floor space of 
6 ft. 5 inches by 2 ft. 7 inches, and 
stands 3 ft. 10 inches high. 


Coast Jobber Sponsors 
Ping-Pong Tourney 


LOS ANGELES—Ping-pong’s lure 
has invaded even the field of refrig- 
eration. So much so, in fact, that 
Refrigeration Service, Inc., local job- 
ber of refrigeration parts and sup- 
plies, is holding a tournament for all 
table tennis addicts in the ranks of 
Los Angeles refrigeration men. 
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The Koch line is ‘COMPLETE, ‘It includes all 


If Koch equipment is not already being sold in 


: (me 


your territory, write TODAY for information about 
the Koch franchise. There is still room in the 


-. Koch organization for additional distributors. 


requirement. 


automatically. 


WILSON SYSTEMS 
OF MILK-COOLING 


BUILD SALES because Wilson has an efficient, 
LIFE-TESTED cooler for every type of milk-cooling 
The ZERO-FLOW appeals to the 
dairyman because of its extremely fast cooling and 
perfect storage of two milkings daily, with no 
shifting of ANY cans, night or morning. Exclusive 
high-water level is maintained during cooling in 
EITHER of its two equal cooling compartments, 
For details about Wilson Systems 
of Milk-Cooling and franchise possibilities, write: 
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AMINCO No. 8 8! 


Constant Pressure Valve 
a? wr ing With Built-in Check 

Two Temperature— Automatic 
Ideal for Multiple Systems—Shuts off tight. 


These valves are used to control the warmer coils 
in multiple systems. They are adjustable between 
20 in. vacuum and 40 Ib. pressure. In operation 
they will maintain coil pressures within a 2-lb. 
differential at any setting within the range. 


They are best used when temperature differences 
are not too wide and where a constant pressure is 
required in the coil controlled. 


They are frequently installed on walk-in boxes which are operated by 
the same compressor as the counters in meat markets. In this applica- 
tion the temperature of the counter controls the compressor and the 
, two temperature valve keeps the walk-in box at a constant tempera- 
ture avoiding low pull-down due to the fact that this box is not opened 
as often and does not have the heat loss of the counter. 


Made in Two-Way (881) & Three-Way (679) 


AMERICAN INJECTOR COMPANY 


1481-1491 Fourteenth Avenue DETROIT, MICHIGAN 
Warehouse stocks on Pacific Coast—Van D. Clothier, 1015 E. 16th St., Los Angeles 


| Dh Original — 
/ WELDED STEE 


Weare 


NEW 1939 FEATURES 


Tyler’s original welded steel construction is 
still the most advanced in the commercial 
refrigeration field. And the 1939 line is the 
greatest ever. New improvements include 
wider doors, for greater accessibility; wider 
front glass for increased visibility and new, 
patented NON-GLARE — system for 
brighter display. 


THE BIG VALUE LINE 


Complete line covers wide field. 
Buile from experience with thou- 
sands of installations. Offers sensa- 
tional values because of standard- 
ized quantity production. You can 
meet today’s demands with Tylers 
and make more money. Write 

for dealer proposition. 

New York Office: 601 W. 26th St. 


Boston Ofies: 688 Beacon St. 
Chicago Office: 1663 W. Ogden Ave. 7 


| TYLER FIXTURE CORP. Dept. R, NILES, MICH 


fl 


HUMI-TEMP 


. . « In 1939, for Bigger Profits, Greater 
Economy Sell the Industry’s Leading 
Forced Convection Unit ........ 


ced tome "I 


General Offices and Factory 


and outspoken good will by always specifying 
Larkin umi-Temp, praised by pleased users 
everywhere. 


Write Today for NEW LOW PRICES, 
NEW SPECIFICATIONS 


See how low the cost of this Leo ye | 
designed unit that positively gives more fin an 
tube area, higher relative humidity, less weight 
loss from stored products; get the new specifi- 
cations, know why HUMI-TEMP is so much 
higher in efficiency, so much lower in operat 
costs. Complete information free by return 
—write for new 1939 catalogue. 

519 Fair Street, S. E., 


LARKIN COILS, Ine. Enis, Street, 5. 


Branch Factory, 57 East Eleventh St.. New York City 


lf 


iN 
1 


E 


Send for our big catalog. It’s FREE TO YOU if you write on your 
letterhead. We only sell wholesale. You'll find it contains only quality 
merchandise and complete stocks, too, of all 
AIR CONDITIONING and REFRIGERATION 
PARTS, SUPPLIES and EQUIPMENT 


}, THE HARRY ALTER CO. 


1728 S. Michigan Avenue, Chicago, Illinois 
3 8 EMICAGO BRANCHES ~NORTH, WEST, SOUTH = 
NEWYORK DETROIT CLEVELAND ST. LOUIS 


* 161-163 Grand St. 4506 Prospect Ave. 0 Washington Ave. 
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Commercial Re rigeration 


Analysis of Service Complaints on 
Fountains & Remedies (Cont.) 


Some of the complaints on soda fountains that service men 
frequently have to deal with, and suggested remedies, are outlined 
in this article, a part of the series by Arch Black and Dean C. Seitz 
on installing and servicing soda fountains, counter-type ice cream 
freezers, and frozen foods cabinets, which are appearing regularly 


in the NEws. 


By Arch Black and Dean C. Seitz 


(B) Complaint—Ice Cream 
Too Hard 


CAUSE—THE COLD CONTROL 


1. Cold control set too low. 

The indicator dial of the cold 
control when in the middle of its 
adjustment will be approximately 
correct for the average ice cream 
dispenser. If the adjustment is 
turned clockwise to its coldest posi- 
tion, the ice cream may become too 
hard for dipping. The customer 
should be instructed on the proper 
adjustment of the indicator dial so 
that any minor changes in ice cream 
consistency may be made without 
requiring a service call. 

2. Cold control thermal bulb not 
in its well. 

If the bulb of the cold control is 
not properly inserted in the well 
provided for it in the rear wall of 
the ice cream jacket, the bulb will 
remain too warm, continuously hold- 
ing the solenoid valve electric cir- 
cuit closed. The condensing unit 
will continue to produce refrigeration 
in the ice cream circuit, because of 
the fact that the cold control bulb 
has not allowed the cold control 
electric circuit to break. 

The remedy is to insert the bulb in 
its well, pushing it to the bottom. 
At the same time the well should be 
filled with light oil. Never forget to 
replace the rubber stopper after the 
bulb has been inserted. The rubber 
stopper will prevent the freezing of 
condensate in the well. 


CAUSE—THE SOLENOID VALVE 


3. Solenoid valve stuck open. 

Dirt, grit, chips, an excess of 
soldering paste or corrosion produced 
by moisture may lodge in the guide 
tube of the solenoid valve. Any of 
these foreign materials will cause 
the valve to stick either open or 
shut. 

This point has been previously 
discussed under Point No. 8 in the 
complaint “A,” “Ice Cream Too Soft.” 


(C) Complaint—Lack of 
Refrigeration In Water Bath 


Compartment 


CAUSE—THE OUTSIDE 
ELECTRIC CIRCUIT 


1. Solenoid electric circuit discon- 
nected. 

The symptoms and remedies were 
discussed under the complaint of 
“Ice Cream Too Soft,” Point No. 1. 

2. Fuse blown. 

The symptoms and remedy are the 
same as described in the complaint 
“A,” “Tee Cream Too Soft,’ Point 
No. 2. 


CAUSE—THE COLD CONTROL 


3. Cold control adjusted too warm. 


The indicator dial of the water 
bath cold control, when adjusted be- 
tween dial points 2 and 3, will be 
set approximately correctly for the 
average ice cream dispenser. For 
those customers who desire addi- 
tional ice formation, the indicator 
dial may be adjusted to point 6 or 7. 

Instruct the customer that moving 
the indicator dial will not immedi- 
ately show results in the amount of 
ice formation. Approximately one 
hour’s operation of the condensing 
unit will be required after any ad- 
justment of the cold control for the 
results to be visible. 

4. Thermal bulb of the cold control 
has lost its charge. 


The symptoms and remedy are the 
same as those discussed in com- 
plaint “A’’ under Point No. 4. 

5. Cold control capillary line too 
cold. 


a ee Bea 


The symptoms and remedy are the 
same as those described in complaint 
“A” under Point No. 5. 

6. Cold control thermal bulb im- 
properly located. 

If the bulb of the cold control is 
clamped directly against the expan- 
sion coil in the water bath, the bulb 
will be chilled too rapidly through 
its direct contact with the refrigera- 
tion coil. This will result in the cold 
control breaking the circuit, and clos- 
ing the solenoid valve, before the 
correct amount of ice has been formed 
on the refrigeration coil. 

The proper location for the thermal 
bulb of the cold control is at least 
2 inches under the top surface of 
the water bath and approximately 
% inch from the refrigeration coil 
itself. 


CAUSE—THE SOLENOID VALVE 


7. Solenoid valve burned out. 

8. Too great a pressure differential 
between the inlet and the outlet of 
the solenoid valve. 

9. Solenoid valve stuck shut. 

The causes and remedies of the 
above three points have been dis- 
cussed in the previous complaint “A” 
under “Ice Cream Too Soft,” Points 
Nos. 6, 7, and 8. 


CAUSE—EXPANSION VALVE 


10. Expansion valve not open suffi- 
ciently. 

If the expansion valve supplying 
liquid refrigerant to the water bath 
refrigeration coil is not open wide 
enough, the ice formation which 
forms around the expansion coil will 
not then extend to the bottom of the 
water bath. It will be formed only 
around the top turn of the expansion 
coil. 

Under these conditions the water 
cooling capacity of the water bath 
will be greatly reduced. To correct 
this, open the water cooling expan- 
sion valve slowly (one-quarter of a 
revolution at a time) by turning the 
adjustment clockwise until the ice 
formation forms uniformly from top 
to bottom and at the same time it 
is necessary to keep the frost line 
inside the soda fountain cabinet. 

11. Moisture in the system. 

12. Shortage of gas. 

13. Expansion valve strainer plug- 
ged. 

14. Expansion valve capillary line 
too cold. 


The above four points have been 
covered in detail under Points Nos. 
10, 11, 12, and 13 of complaint “A’”’— 
“Ice Créam Too Soft.” 


(D) Complaint— Water — 


CAUSE—LOCATION OF THE 
WATER LEADER LINE 


1. Water line in the jar enclosure 
touches the refrigeration coil. 

There are several possible loca- 
tions where the water line leading 
from the water bath to the draught 
arm might be frozen. If no water 
flows from the draught arm when it 
is opened, the service engineer 
should first make certain that the 
water shut-off valve, located under- 
neath the draught arm, has not been 
closed. He should also check any 
other water valves in the water line 
to make certain that the plumber 
has not shut off the water supply. 

After having definitely ascertained 
that the water pressure is available 
at the soda fountain, the exact point 
of freezing may be learned by the 
process of elimination. 

First crack open by means of a 
wrench the exit line from the water 
cooler located in the water bath. If 
water flows from this open joint but 
does not flow from the draught arm, 
it has been definitely determined that 
the freeze-up is in the line connect- 


——., 


ing the water bath and the draught 
arm. 

Next remove all the jars in the 
jar enclosure, permitting the water 
line to be carefully examined. 
some point it will be found to touch 
or pass very close to the refrigers. 
tion coil in the jar enclosure. This 
will be the poinc of freeze-up. Thay, 
out the line by means of warm rags 
and before leaving, rebend the block 
tin leader line to eliminate a possjpj, 
repitition of this complaint. 


CAUSE—COLD CONTROL 


2. Cold control set too low. 

The indicator dial of the cold cop. 
trol for the water bath when acjusteq 
between point 2 and 3 will be ap. 
proximately correct for the average 
customer. If it is turned clockwise 
to its coldest position, it is possjpj. 
for the water bath to become frozen 
over the top, if the water coolin 
load is very light. The custome, 
should be instructed on the Proper 
adjustment of the indicator dia] gp 
that minor changes may be made 
without requiring a service call, 

If the solenoid valve of the wate, 

bath refrigeration circuit operates 
normally, but the cold contro! when 
set in its warmest position (point 1) 
freezes a solid block of ice in the 
bath, there are two possible sources 
of trouble to be checked. 
“First, the thermal bulb of the cold 
control may be not properly located. 
This point will be discussed in the 
following paragraphs. 

Second, the entire range of ad. 
justment of the cold control may be 
set too low. This particular cause 
of trouble is rather rare, for each 
cold control is thoroughly checked at 
the factory before shipment. It is 
more satisfactory for the service 
engineer to replace the entire water 
bath cold control under these con. 
ditions than to change the range 
adjustment of it. 

3. Cold control thermal bulb not 
properly located. 

The proper position for the bulb 
of the water bath cold control is at 
least 2 inches under the top surface 
of water in the bath and approxi- 
mately % inch from the expansion 
tubing. 

If the bulb is located more than 
¥% inch from the expansion tubing, it 
is entirely possible that the entire 
water bath will freeze. This is due 
to the fact that the ice formation 
has to move over to cover the entire 
thermal bulb before the bulb is re- 
frigerated sufficiently to break the 
entire circuit causing the solenoid 
valve to close. 


The remedy is to relocate the 
thermal bulb of the cold control, 
placing it no more than 1% inch from 
the expansion tube. 


CAUSE—THE SOLENOID VALVE 


4. Solenoid valve stuck open. 


The symptoms and remedy welt 
detailed in the previous article under 
Point No. 8 of the complaint—‘Ice 
Cream Too Soft.” 

(Editors Note: This part of the 
series dealing with service complaints 
will be continued in the next issue) 
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This (concluded from Page 1, Column 1) 


Pea weather melts the ice cakes from 
tae the streets, business will be bouncing 


ssible pack in. 

Dealers say refrigeration sales will 

pe better this year, and they seem 
ie to mean it. Most of them believe 
the World’s Fair influence will be 
1 felt even in their communities, that 
name there'll be more money to spend. 
justed HM ountests built around the Fair's 
> theme are now under way, or will 


pe pe soon, in a number of cities in 
\Ssible the territory. 
frozen In talking about prospects for 1939, 


Ooling most dealers make comparisons with 
tomer 1937, rather than 1938, marks. Ap- 
oroper tly that’s a period they’d all 
ial go gm prefer to forget, if possible, from a 
made gles standpoint. 

f That they haven’t forgotten the 
water ssons Of adversity, however, is 
erates ae evident from the more serious way 
when in which almost every one of them 


vint 1) has gone about planning for and- 


in the ¢arting his 1939 merchandising 
ources eforts. They’re optimistic, but cau- 
tious. They’re planning to use less 
freworks, but more fire. 


le cold 

wel FEWER BUT BETTER MEN 
Few of them talk now about large 

of ad- gles forces . . . something ’most 


nay be eery appliance dealer prided himself 
cause on a couple of years ago. They 
r each earned, last year, that four good 
ked at men can do a better job than a dozen 
It is mediocre ones—and that the good 
service ones have to be given a chance to 
water make better-than-average money if 

e COn- they're to be kept satisfied. 
range Increasing attention is being paid 
tothe service department as a valu- 


ub not able source of new-sale leads. Some 
dealers have a sales-minded service 
ie bulb man restricted to calling on users of 
1 is at refrigerators four years old or more. 
surface This, they believe, will give them a 
pproxi- @™ lead-start for the replacement busi- 
pansion ness they feel certain will be heavier 
this year than ever before. 
‘e than As yet, trade-ins have not become 
bing, it aproblem of major importance—al- 
- entire though all of the dealers interviewed 
ig due fg id they believed there would be a 
mation fa “finite upswing in this field during 
e entire 19. 
) is re 
ak the THE TRADE-IN PROBLEM 
solenoid One city, Hartford, Conn., has just 
put into effect a standardized “blue 
ite thef™ 0k” plan under sponsorship and 
control, Maa “Pervision of the Electric League, 
ch fromm Yih a used refrigerator plant to 
handle reconditioning service for 
member-dealers. In other cities, 
VALVE im however, the trade-in was a matter 
. for the individual dealer . . . with 
ey most retailers reporting themselves 
ly Welt BM stisfied if they could “break even” 
“ — mn the replacement deal, selling the 
n — 


wed unit for trade-in price, plus 

yarts and labor required to recondi- 

of the MMM tion it, 

7“ Nobody reported having any diffi- 

“__ cilty selling the used equipment, if 
twas in good condition. Low-income 


"PERFORMANCE 


Our largest customers 
of many years ago 
are still our largest 
customers today. Our 
policy must be right. 
Universal Cooler Corp., Detroit 


gaat 


Bays UPERIOR 
: 


DIAPHRAGM PACKLESS VALVES - 
MANIFOLDS - ACCESSORIES 
AND FITTINGS FOR THE 


SS 
ers REFRIGERATION AND AIR 
44 CONDITIONING INDUSTRY 
As i SOLD BY LEADING JORBERS EVERYWHERE 


Sr nion Vatve & Firtmas Co Pirrssuscn, Pa 


“How England Dealers Expect Extra Soles 
of B This Year From World's Fair Influence 


families buy the bulk of this equip- 
ment, it was said, but a large share 
also is absorbed by families with 
summer cottages in the territory. In 
the latter homes, the used electric 
units replace ice refrigerators. 

Bad as 1938 admittedly was for 
household refrigerator dealers, com- 
paratively few repossessions were re- 
ported. ‘We took back one refrig- 
erator in the last three years” was 
a typical dealer answer. Special 
finance terms were arrived at in 
many communities to stem what 
otherwise would have been a flood 
of repossessions. EH&FA finance 
arrangements are in effect in several 
cities throughout the area, and some 
dealers credited this low-rate plan 
with having helped greatly in keep- 
ing sales sold. 

Service men interviewed at the 
New England Parts Show said they 
had been so busy during the past 
few weeks that they hardly had 
spare time enough to attend. In fact, 
things have come to such a pass in 
one community that one machinist 
has set himself up as a “service 
man’s service man,” and is doing all 
right . . . with three helpers. 

Commercial refrigeration dealers 
said that, although business had been 
somewhat harder to get, it had held 
comparatively steady all last year. 
One or two said they had been rather 
hard hit, but most expressed the 
opinion that opportunities in the field 
now are greater than ever... if 
dealers can qualify for them. 

Apple storage, beer and beverage 
cooling, milk cooling, and _ special 
jobs of many types—these have been 
supplementing the “bread and butter” 
market installations for most com- 
mercial men. And the “extra profits” 
story has been the almost universal 
sales theme. 

Special sales drives are now under 
way, or will soon start, in several 
cities. And one distributor is plan- 
ning a campaign to crystallize dealer 
sentiment regarding better business 
conditions, based on the idea that 
“you can make this the best year 
you ever had!” 

Dealers all feel that there’s a lot 
of business to be had, this distributor 
says. 


N. Y. Lawmaker Seeks 
Check on Price Law 


ALBANY, N. Y.—Investigation of 
the operation and effect of fair trade 
minimum price contracts in this 
state is proposed in a resolution in- 
troduced in the State Legislature 
here by Senator A. Spencer Feld, co- 
sponsor of New York’s present fair 
trade law known as the Feld- 
Crawford Act. Designed as a means 
of offsetting criticism of minimum 
price legislation, the resolution also 
was introduced in the House here by 
Assemblyman Robert J. Crews of 
Brooklyn. 

Terms of the measure provide for 
creation of a seven-member joint 
legislative committee, with an ex- 
pense appropriation of $25,000, to in- 
quire into all “matters and things 
appertaining to the methods and 
practices relative to the marketing 
and operation of fair trade contracts 
in the state of New York.” 

An introductory explanation as- 
serts that “certain dealers have been 
making a concerted drive to break 
down the underlying purpose of the 
fair trade law.” This “underlying 
purpose” was defined as protecting 
the small retailer from unfair com- 
petition. Reference also was made 
to a 1938 State Supreme Court opin- 
ion on the fair trade law, stating 
there may be “necessity for the 
creation of an administrative agency 
charged with its enforcement .. . so 
many difficulties have already pre- 
sented themselves as to warrant, if 
indeed not to demand, prompt and 
thorough investigation and study 
by some appropriate governmental 


agency.” : 


won, Evansville, Ind. 


SERVEL 


COMMERCIAL REFRIGERATING MACHINES © 


tial, et Your requirements are large or small, standard or spe- 
lems > he engineers can help you solve your most vexing prob- 
 Sery,) mercial refrigeration or air conditioning. Write today 
isin Cr’ i8e-, Electric Refrigeration and Air Conditioning Di- 


Servel's 4-cylinder 20 HP 

machine unit . . . one of 

2 models in the complete 
ne. 


Set : 
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Delco-Frigidaire Adds 
To Self-Contained Line 


(Concluded from Page 1, Column 2) 
are placed on a concealed but con- 
veniently located panel. 


The 10-ton unit is a product de- 
signed for the top load bracket in 
the unit conditioning field. Also 
entirely self-contained, it is con- 
structed for use with easily installed 
supply and return air duct connec- 
tions to the areas designed for condi- 
tioning. 

Functionally, it differs from the 
5-ton unit only in the refrigeration 
capacity, which is doubled by virtue 
of a 10-hp. motor and a 4-cylinder 
compressor having a normal rating 
of 10 tons capacity. Both units have 
certified capacity ratings conforming 
with standards established by the 
American Society of Refrigerating 
Engineers. 


Utilities Institute Will 
Train Men For Philco 


CHICAGO—To facilitate service of 
the new Philco refrigerator and the 
York portable air conditioner now 
being marketed by the Philco sales 
organization, Philco Radio & Televi- 
sion Corp., in conjunction with Utili- 
ties Engineering Institute, Chicago 
trade school, has worked out a refrig- 
eration and air-conditioning training 
program which is now available to 
all Philco dealers and their employes. 

Developed exclusively for Philco’s 
Radio Manufacturers Service mem- 
bers, to enable Philco dealers to 
handle servicing of the new addi- 
tions to the Philco line without the 
necessity of hiring trained refrigera- 
tion and air-conditioning service men, 
the new training course consists of 
62 lessons which the service men 
may study at home in their spare 
time, thus obviating the necessity of 
taking “time off” from the job. 

Special coaching is available when- 
ever necessary, and examinations 
are given at regular intervals. 

In a broadside urging dealers and 
their employes to “fall in step” with 
this new educational program, Philco 
cited the advantages of trained serv- 
ice workers to any dealer in refrig- 
eration or air-conditioning equipment. 

“More good prospects for refriger- 
ators may be obtained through a 
well managed service department 
than any other source,” this bulletin 
reads. ‘Not only that, but refriger- 
ation service in itself is a profitable 
business. It is not necessary to go 
out on the market and hire trained 
service men. Have your radio service 
men take advantage of this training 
program and combine radio and 
refrigeration service into one.” 

Because of a cooperative arrange- 
ment between Philco and Utilities 
Engineering Institute, whereby Phil- 
co shares in the expense of this 
program, this training is available at 
a moderate cost, this mailing piece 
explains. 


Pines-Natkin Co. Names 


‘Associate’ Contractors 


DALLAS, Tex. — Announcement 
has been made of the appointment 
of nine associate engineering con- 
tractors by Sidney Pines, general 
manager of Pines-Natkin Co., Dallas, 
distributor of Westinghouse air 
conditioning and home heating equip- 
ment in East Texas. The contractors 
are the Dixie Plumbing & Equip- 
ment Co., Waco; J. E. Metcalf & 
Son, Corsicana; O. R. Maxfield, 
Temple; Martin Radio Shop, Denton; 
Taliaferro Furniture Co., Sherman; 
Hagood Electric Co., Paris; Lauder- 
dale-Knight Electric Co., Texarkana; 
Messner Electric Supply Co., Long- 
view; Petston Co., Tyler. 

“An unusual amount of activity in 
small’ air-conditioning jobs for so 
early in the year is very encourag- 
ing,” Mr. Pines states. An installa- 
tion of a 5-hp. Westinghouse Unitaire 
is being made in the remodeled 
Hollywood Cafe, Longview, by Mess- 
ner Electric Supply Co. 

In the men’s clothing store of 
Chas. S. Cox & Son, Temple, O. R. 
Maxfield is completing the installa- 
tion of a Westinghouse Model AH-55 
horizontal-type air-conditioning unit 
with a Westinghouse Model CLS-295 
seal-less “Freon” condensing unit. 
The system is designed for year- 
around operation with heating fur- 
nished by a gas-fired unit heater 
mounted in the return-air duct. 


“ Coghlin Electric Will 
Handle All G-E Lines 


WORCESTER, Mass. — Coghlin 
Electric Co. here has been appointed 
wholesale distributor for the full line 
of General Electric household appli- 
ances in Worcester county, it was 
announced recently at a dinner at 
which Coghlin Electric Co. -and 
Coghlin, Inc. employes were guests. 

A. L. Scaife, manager of sales 
promotion for G-E’s appliance de- 
partment, outlined the products to be 
distributed by the new agency. 
James Ramsey, district manager at 
Boston, and Henry Tilton, Worcester 
manager, also attended. John W. 
Coghlin and Edwin B. Goghlin repre- 
sented the two local companies. 


Two ‘CP’ Models In 
Crosley Range Line 


CINCINNATI—Two “certified per- 
formance” models and five regular 
models are included in the 1939 line 
of gas ranges just introduced by 
Crosley Corp. 

The two special models are priced 
from $99.95 to $114.95, and the 
regular models, which also may be 
equipped for tank gas, are priced 
from $49.95 to $79.95. 

Certified models feature smokeless 
broiler, maintenance of low tempera- 
ture of 225° F. in the oven, heating 
of oven to 500° F. in eight minutes, 
and non-clog burners, it is claimed. 


Regular models have top burners 


' that light automatically. 


THE BUYER'S GUIDE 


ture and complete information today. 


1329 Kensington Avenue 


A-S-E Froz-n-Food Lockers are specially 
designed and constructed to meet all cold 
storage locker plant requirements. There is 
a size, type and arrangement for every need 
and budget. More than 26 years of quality 
building experience is assurance of extra 
years of satisfactory, trouble-free service. 


Let A-S-E Froz-n-Food Lockers increase 
your profits. Write for descriptive litera- 


-ALL-STEEL-EQUIP COMPANY ~ 


a Incorporated 


ASE. Fror-n-Food Lockers PROVIDE BIG 


PROFIT OPPORTUNITIES © 


@ The rapid growth and increasing demand 
for Cold Storage Food Locker Plants afford 
new and unusual sales opportunities for 
dealers and service men all over the country. 


SreSaweaee 
PPPOE RE 


% 


Streator (4 th 
Food Locker« Co 


Aurora, Illinois 


Constantly working for more sales. 


American Emblem Co., Inc. 
Earle Blvd., Utica, N. Y. 


Sales Offices: New York, Chicago, Philadelphia, Dayton, Detroit, 
St. Louis, Los Angeles. Representatives in all major cities. 


1914—Our Silver Anniversary—1939 


Without obligation let 
our artists create for you an embossed nameplate that will 
go far beyond merely identifying your product. Today—write 
for details that will make your plate part of your sales force. 
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tight connections. 


refrigeration work. 


copper tube. 


FITTINGS theayutem> 


HE success of any refrigeration or air condi- 
tioning system is absolutely dependent upon 


Imperial fittings in both S.A.E. flared type and 
solder type have been especially designed for 


Nuts, tees, elbows and crosses are made from 
brass forgings and will not crack or split. They 
are heavier and stronger than the standard S.A.E. 
fittings and are non-porous, eliminating seepage 
and season cracking. Tees and elbows have flats 
for wrench hold. On fittings with female threads 
made from rod, Imperial uses an extruded 
bronze rod. This extruded bronze is not subject 
to season cracking. Imperial solder fittings are 
forged with the exception of couplings and re- 
turn bends which are made from drawn seamless 


Imperial Brass Mfg. Co., 565 S. Racine, Chicago 
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(2 


Conditioning 


Number of Installations By Types of 


Businesses Shown In Surveys 


Editor’s Note: Additional surveys on air-conditioning installa- 


tions in 
on this 


leading population centers of the country are published 
and the following page. The surveys list installations by 


types of businesses for years prior to 1937, during 1937, during 


) 1938, and the totals. 


Also published are complete details of 


installations made during 1938 in El Paso, Tex. and territory 
served by West Penn Power Co. 


Joplin, 


(Data Supplied by the Empire District Electric Co.) 


Prior to 1937 During 1937 During 1938 Total 
Classification No. Hp. No. Hp. No. Hp. No. Hp. 
ee PTET Ce eee 1 5.0 2 8.0 0 0.0 3 13.0 
Beauty BNOPS 2s. csscccces 0 0.0 2 10.5 z 3.5 3 14.0 
SEY (hacigs ssh obs deees ee 1 5.0 2 7.0 0 0.0 3 12.0 
Wuneral Farlor .... 202506 1 5.0 0 0.0 0 0.0 1 5.0 
MEE, 4.6666000.60516.00 086% 2 45.0 1 35.0 0 0.0 3 80.0 
po eer 0 0.0 2 45.0 0 0.0 2 45.0 
Department Stores ...... 1 1.5 1 6.0 0 0.0 2 7.5 
MED. GOTO. cc ccveccisecs 0 0.0 1 7.0 0 0.0 1 7.0 
Broadcasting Co. ........ 1 0.75 0 0.0 0 0.0 : | 0.75 
NE. he b09.0. 60:05 60506008 1 140.0 0 0.0 0 0.0 1 140.0 
ere 1 12.0 0 0.0 0 0.0 1 12.0 
Ror 9 214.25 ll =s118.5 1 3.5 21 = 336.25 
Long Island, N. Y. 
(Data Furnished by the Long island Lighting Co.) 
Prior to 1937 During 1937 During 1938 Total 

Classification No. Hp. No. Hp No. Hp. No. Hp. 
SEL, vasavinwennsawes 2 9.5 0 0.0 0 0.0 2 9.5 
IE TT ee 6 10.0 0 0.0 0 0.0 6 10.0 
PROBtOUTENE 2. ccccccccvens 0 0.0 0 0.0 1 7.6 1 7.6 
Office Building ........... 0 0.0 0 0.0 3 100.0 1 100.0 
TTT Tre Tree 8 19.5 0 00 2 107.5 10 127.0 


SERVIC 


55 YEARS 
OF 


PERCIVAL Line 
meets EVERY NEED ! 


Includes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy sad Produce Display Cases and 
Percival Condensing Units. 


Quality built; corkboard insulated; 
porcelain clad; beautifully streamlined. 
Coiling system is second to none. 


Write for attractive prices, literature 


and Distributor’s proposition. 


7>C.L.PERCIVAL Co. 
DES MOINES,IOWA © 


THE PROFIT LINE FOR °39 


Refrigerator and Compressor 
sales go together. SHERER offers 
a complete line of cases, coolers 
and boxes to be sold with your 
compressors. 

Write for catalog and franchise 
details, mentioning territory desired. 


SHERER-GILLETT CO., Marshall, Mich, 


Manufacturers of Refrigerated Display and Storage Equipment 


ROTARY 


SHAFT SEALS 


Increased customer good-will and lowered 
cost of maintenance always follow the use 
of Rotary Shaft Seals. A trial will prove 
their superiority. 

IMPROVED MODELS © LOWER PRICES © SEE YOUR JOBBER 
ROTARY SEAL COMPANY 
803 West Madison Street, Chicago, Ill. 


CONTINENTAL EUROPEAN OFFICE: Waldorpstraat 
52, Den Haag, Netherlands. CANADIAN OFFICE: 
382 Victoria Avenue, Westmount, Montreal. 


necessitated 


Rempe 


REMPE 


FIN COILS and PIPE COILS 


for Commercial Use 


Company * 340 N. Sacramento Blyd. * Chicago, Illinois 


First Complete Office 
Building Installation 
Made In Pasadena 


PASADENA, Calif.—Despite the 
fact that no provision for air condi- 
tioning had been made when the 
building was constructed, and plus 
the fact that the installation of any 
such equipment had to be made 
without upsetting the normal busi- 
ness activities of the building’s occu- 
pants, a central-station conditioning 
system has been installed in the 
Pacific Southwest building here, with- 
out loss of any rentable floor area. 


This 10-story structure, said to be 
the first completely air-conditioned 
office building in Pasadena, houses 
a bank on the first floor, offices for 
the bank’s officials on the mezzanine 
floor, and 212 offices on the upper 
floors. 

In surveying the building -it was 
found possible to lessen the heat load 
somewhat by insulating the ceiling 
area with 4 inches of rock wool. 
This naturally resulted in a saving 
both in equipment and power. Use 
of economizers resulted in further 
savings by cutting water costs. 


THREE MACHINES 


Three refrigerating machines and 
10 banks of direct-expansion coils 
using Freon-12 as refrigerant were 
installed to do the actual cooling 
work. The compressors, some of the 
fans, and some of the coils were 
located in the basement; the balance 
of the system, including additional 
fans, coils, filters, and economizers 
were put on the roof. 


Communicating pipe connections 
between equipment in the basement 
and on the roof were made in closets 
and alongside elevator shafts. Exist- 
ing air shafts were utilized in hous- 
ing vertical ducts running from story 
to story of the building. 

In analyzing the heat load imposed 
on the building by the sun, it was 
found that certain sections required 
greater quantities of air and a lower 
temperature than other sections. This 
meant the installation of two sepa- 
rate systems for each floor, each 
with its own fan, coils, and dis- 
charge duct. The bank on the first 
floor was separately zoned. 


DUCT ARRANGEMENT 


Discharge ducts on each floor lead 
to a common point in the ceiling 
adjacent to the main hallway. The 
two fans draw air from a common 
plenum after the fresh and return 
air have been filtered and mixed. 
Amount of return air is controlled 
by automatic dampers, a maximum 
of 75% being recirculated. Direct- 
expansion coils for each zone are 
located on the discharge side of the 
fan serving that zone. 


The locating and concealing of 
sheet metal air ducts large enough 
to permit air circulation at the rate 
of 92,000 c.f.m. required considerable 
ingenuity and calculation. The two 
separate systems of ducts were in- 
stalled against the ceiling of the 
corridor on each floor. Ducts were 
enclosed with metal lath, and were 
plastered and painted in such a way 
that the ceiling was given a beamed 
effect. 


CEILING CHANGES 


Changes in the corridor ceiling 
lowering of ceiling 
lights, and the rearranging and re- 
locating of telephone wires. To 
avoid inconveniencing the building’s 
occupants, almost all of this work 
had to be done at night. 


Each office has its own supply 
grille which diffuses incoming air, 
and each grille has a damper to 
regulate the quantity of air entering 
the room. 


Circulated air is delivered at about 
64° F. and returns to the system 
after having been raised in tempera- 
ture by the heat load to about 80° F. 
This air is directed across coils 
which cool and dehumidify it and 
then is recirculated. Automatic con- 
trols vary the amount of fresh air 
taken into the system according to 
outside air conditions and the needs 
of the building. 


The complete air-conditioning sys-, 
tem includes 30 tons of machinery, 
36 tons of galvanized sheet metal, 
1,620 lineal feet of pipe, 2 miles of 
copper wire, 20 electric motors, and 
354 air-distributing grilles, in addi- 
tion to numerous controls and a 
great quantity of insulation. 


(Data Compiled by West Penn Power Co.) 


———__ 


Where Air Conditioning Was Installed 
In West Penn Territory During 1938 


Name Make of Equipment Hp. 
ee 
Retail Stores 
West Penn Power Co. .........sesececssoee Frigidaire 10.55 
PE IE cos creceecsccesesocasacnoan® Frigidaire 11.75 
err ere 18.0 
Ladies’ Store ....cccccecssccsccccccscccces . Carrier 1.0 
Arnold Drug Store ...........ssecssecesees York 3.0 
Be ME NS ie bien 5c Snepceseesesenere Westinghouse 18.9 
SCM I sh, 0 5655 54> es 695525 0086s $h08k0o3 Bs Frigidaire 9.0 
BOs WHONED evokes cc ccicsccrsessesisetovnrs York 6.0 
BE, MD ioc cedosescnecdcberssoces Frigidaire 15 
McCann’s F00d .......ccccccccccccsccccccce Carrier 61.0 
Swan BWlectric ........cccccccsccccscovcvcoce Carrier 15 
NE EID 0.6 5-5.5.6:54.5454 00050300 eRe Row ES Carrier 1.5 
Standard Motor Co. ........cssecceccesecee Frigidaire Ai 
Rand Drug Co. ..ccscccrccsccccccvccccccece Standard Air Conditioning 3.5 
West PORE FOWSF CO. occ cece issscccccccsse Westinghouse 18.0 
Be NY 6595-635. ri0 650650655005: 05 500600088 14.5 
Restaurants 
RR ere TC CRT ERECT Tee CTU Te 27.3 
TI WOOP TIE Clisiks cise cecsaccssacs York 23.0 
Hotdog Sandwich Shop ...............66. Carrier 24.5 
PRONG. TGIO, ii isccccccccesivccnsres York 5.0 
TEAR. TOG CHORE GO. cbc csievssvsceccsess York 73 
ee RR eee eee Tee ee . Westinghouse 10.5 
Hotels 
CO rere rrrer tree eee ee . York 6.0 
OTe TORO TOI ois cise scscovsccesoves Johnson 0.33 
fe Se | | errr rrre rrr rer re rir . Fairbanks-Morse 0.5 
Theaters 
| SE Ae Terre eee Te rc 240.5 
RT, SUED ox sib erecssanerixessieenene Westinghouse 26.75 
NE ND bes aevacs sad resrwnsnasons U. S. Air Conditioning Corp. 27.5 
errr eee rr ee eee Frigidaire 90.0 
Indiana Theater .,.....cccsccsccscvccsevcee 15.0 
BE EE aver cdcccsse¥sonvssebesnes Westinghouse 28.0 
PRN TNE 6b ke sscoerdceenseioseieesce Westinghouse 45.0 
By I. 65.5 55:055-64:0'5066.0003:055:0500409.000 York 32.0 
WERE TOENOED 56066650 cccdcnseseascondes Frigidaire 90.0 
Oe NE ic 00s so eees treet estesstacass Carrier 63.0 
We RD 865520060 00800s casacrsecaeasess U. S. Air Conditioning Corp. 18.5 
PE ME 6b hs.b0 055 0s40004506eHedsCRRREEOS U. S. Air Conditioning Corp. 13.5 
CL, Ni kchdis sy there sesewravaseneesests Carrier 34.5 
BEGUN Y WOON - THORP ois cicicccveseccececes York 83.0 
CR SEI ere ere Tree eee ee ree U. S. Air Conditioning Corp. 10.5 
Paramount Theater .......ccscscscccsescocs 5.5 
rr ree Westinghouse 18.0 
Offices 
Dares SHOE UME bac ceeseiaseerecinaes . Kelvinator 10 
co ee erence rrr er Terry Westinghouse 1.0 
Be We EE. bi cecesodenceedsevacrensces Frigidaire 1.0 
NIN MII, 65:0s.0.0.645%000000000500445408 Kelvinator 0.% 
i rere erer rer tery rrr ere Carrier 0.7 
PE A IED 4 sicksctsesnescsviceceaee Westinghouse 0.7% 
— AR 0 Seer rrr eres Kelvinator 2.0 
Be er ND 5. 5.pnks eka ciioed onde ski abate Johnson 0.38 
Beauty Parlors 
Katherine’s Beauty Shop ..............e00% Kelvinator 1.0 
Pie RE 504086 6.069904 005500 00505 400eC RS Frigidaire 1.0 
Miscellaneous 
DO I bbb 0.08sbc cree csinsesccessses 6.35 
E,. NED 66 55.0605 5 ss bciccdesersceees 1% 
Ee bis ce ck teach unsceeseeens 85.0 
Brien, Smith & Royer ...........sscesseees Carrier 2.5 
Fayette Broadcasting Co. ............eeeee% Westinghouse 0.%5 


Territory of Kansas Gas & Electric Co. 


(Data Supplied by Kansas Gas & Electric Co., Wichita, ae 
t) 


Prior to 1937 During 1937 During 1938 
Classification No. Hp. No. Hp. No. Hp. No. Hp. 
Residences & Apartments. 103 170.4 38 58.8 23 40.4 164 269.6 
NED xvceu. cus bscbseoss 13 1727.0 3 130.0 0 0.0 16 857.0 
Restaurants & Cafes...... 44 382.2 26 72.6 8 14.1 78 yr 
Stores—Retail & Dept.... 24 265.7 24 434.2 7 $1.4 55 781. 
SE. cpcsabhsdeadanmbnens 77 240.3 16 61.4 15 128.1 108 ~ 
EE Caw ov ines eeenea¥s 7 129.8 4 33.8 3 358.9 14 or 
Drug Stores ............5 6 $2.3 8 35.3 0 0.0 14 a. 
Barber & Beauty Shops... 7 18.8 11 25.8 5 11.4 23 oy 
Funeral Homes .......... 2 23.5 2 6.4 1 2.0 5 os 
BN. eudeta tks cantcdncie 1  ~=80.0 2 26.3 0 0.0 3 nap 
Miscellaneous ............ 11s «61.6 4 2.8 7 25.7 33 oy 
Utility Co. Stores & Offices 6 181.6 1 182.8 0 0.0 = 
DONE vavccncsecesesesssces 30l 2,262.7 139 1,038.2 69 607.0 509 3,007.9 
e 
New Hampshire 
(Data Furnished by Public Service Co. of New Hampshire) 
Prior to 1937 During 1937 During 1938 Total 
Classification No. Hp. No. Hp. No. Hp. No. HP 
I cenkigcescnkssikndan 0 0.0 1 319 4 4 5 BF 
CE. carcass dbaanens 3 49.45 0 0.0 1 17.0 4 1.3 
Restaurants .............. 2 19.0 0 0.0 2 12.25 4 4.0 
Ue eek uch céxkeaiate 3 10.25 2 2.75 3 1.0 8 Ms 
i SSEPROR RECS 4 26.75 0 0.0 1 3.75 5 en 
ET. ksbsuketas 0 0.0 0 0.0 1 3.75 1 st 
| EE eae 0 0.0 0 0.0 8 23.7 8 15 
Beauty Parlor 0 0.0 0 0.0 1 11.5 1 9 34 
Residences (summer) .... 0 0.0 1 1.5 2 1.34 3 38 
Residences (winter) ..... 15 3.75 17 7.0 55 13.1 87 : 
rt 
EE «tes salocDedtuetahsian 27 «109.2 21 «(42.5 7 114.79 ws 


San Diego, Calif. 


(Data Furnished by the San Diego Gas & Electric Co.) 


Prior to 1937 During 1937 During 1938 ~~. 

Classification No. Hp. No. Hp. No. Hp. No. 
o 
TROMNEE  ovcvcccccsscccceds 1 186.0 0 0.0 0 0.0 1 1 
Se Te 2 11.0 0 0.0 0 0.0 2 8.0 
Packing Plants .......... 2 158.0 0 0.0 1 100.0 3 “oo 
Department Stores ....... 1 = 60.0 0 0.0 0 0.0 ;- 
Funeral Parlor .......... 0 0.0 1 6.0 0 0.0 1 8 
Industrial .............++. 0 70.0 1 = 12.75 0 6 
0 2 18.75 1 100.0 : 
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Cir Conditioning 


@-- 
territory of Duquesne Light Co. 


(Data Supplied by Duquesne Light Co., Pittsburgh, Pa.) 

Prior to 1937 During 1937 During 1938 - Total 
classification No. Hp. No. Hp. No. Hp. No. Hp. 
OE .cjabtanteeri sessions . 1 500.0 0 0.0 0 0.0 1 500.0 
parber Shops ........... . 16.5 0 0.0 0 0.0 3 16.5 
peuty Shops ............ 6 64.0 3 28.5 4 20.0 13 -112.5 
combination Barber and 

Beauty Shop ........ ore oe 18.0 0 0.0 0 0.0 1 18.0 
ubs 

_ & Tap Rooms.. 2 8.0 3  =—-22.0 i) 0.0 5 30.0 
Guest Rooms ........... 1 0.75 2 1.5 0 0.0 3 2.25 
Other Places ........... 0 0.0 1 9.0 1 2.75 2 11.75 
candy Stores ............ 10 16.0 4 9.5 2 4.75 16 30.25 
pairy Stores ............. 4 29.0 0 0.0 3 11.75 7 40.75 
Department ce ae 2 1,705.0 3 1,993.5 1 36.0 6 3,734.5 
prug Stores ............. 0 0.0 8 120.25 5 52.0 13 172.25 
funeral Parlors ......... 4 25.0 2 14.5 6 54.75 12 94.25 
AM Siesavesseieeses 2 1.5 2 6.25 5 19.0 9 26.75 
Hotels 

Coffee Shops and 

Dining Rooms .......... 7 283.0 3 50.0 0 0.0 10 = =.333.0 
Tap Rooms ............ 7 102.0 0 0.0 0 0.0 . 102.0 
Ballroom ..... Sidecar eR 1 30.0 0 0.0 0 0.0 1 30.0 
Guest Rooms & Offices.. 5 5.0 3 2.25 10 81.75 18 89.0 
Miscellaneous Rooms .. 0 0.0 0 0.0 2 38.0 x | 38.0 
ofices (General & Private) 79 364.75 67 483.75 83 = 146.0 229 «(944.5 
offices (Doctor’s) ........ 12 15.5 11 7.5 6 4.25 29 27.25 
Residential ........... cas 87.75 43 57.75 35 27.0 141 172.5 
Restaurants & Cafeterias. 29 747.0 17 212.5 11 150.25 57 1,109.75 
stores (Miscellaneous) .. 33 617.25 23 482.25 20 224.75 76 1,324.25 
oy eee 11 2,625.0 9 389.5 9 473.5 29 3,488.0 
AMEPIGE csccccscccnreses 14 642.5 4 49.5 5 51.25 23 743.25 
Miscellaneous ..........4. 6 80.0 5 230.25 11 130.5 22 440.75 
Selah voc ccceecs MASS TEO COS 303 7,983.5 213 «44,120.25 218 1,528.25 734 13,632.0 

e 
\kron, Ohio 
(Data Compiled by Ohio Edison Co., Akron Division) 

Prior to 1937 During 1937 During 1938 Total 
Classification No. Hp. No. Hp. No. Hp. No. Hp. 
Candy Companies ........ 1 5.0 0 0.0 1 2.0 2 7.0 
EC eee errr eee ee 0 0.0 3 61.29 0 0.0 3 51.29 
Department Stores 

Candy Kitchen ......... 1 0.5 0 0.0 0 0.0 1 0.5 
Executive Offices ...... 2 0.5 0 0.0 0 0.0 2 0.5 
fPeeral Parlors ......00. 1 7.0 1 16.5 0 0.0 2 23.5 
Hotels 
Coffee Shops, Dining 
Rom, Barber Shop.... 1 75.0 0 0.0 0 0.0 2 75.0 
Guest Room ........... 1 1.0 0 0.0 0 0.0 1 1.0 
eee 6 6.25 1 3.0 1 1.5 8 10.75 
NE. 6.6:6.0.5.6-scuis 05 164 7 81.9 5 49.25 3 46.0 15 177.15 
Stores 
BE cb-Gbesetukbwwenenks 0 0.0 1 53.25 1 8.5 2 61.75 
 errrrer errr Test 2 23.5 1 6.0 0 0.0 3 29.5 
MD icivhsaciandaees 6 72.25 0 0.0 0 0.0 6 72.25 
My vieenrs Eee ree a 1 0.5 0 0.0 0 0.0 1 0.5 
WONG BIOTOS onc cece cscs 1 6.0 1 22.0 0 0.0 2 28.0 
i. 1 5.5 0 0.0 0 0.0 1 5.5 
Optical Store .......... 0 0.0 1 2.0 0 0.0 1 2.0 
Py GROD oiciocscee 0 0.0 1 7.5 0 0.0 1 7.5 
 668sviadcewres 0 0.0 1 20.0 0 0.0 1 20.0 
Serre eee re eee 9 31.5 3 15.25 0 0.0 12 46.75 
Theaters ....... Perey te 3 530.0 2 209.0 2 63.0 rj 802.0 
Miscellaneous ............ 3 45.0 0 0.0 0 0.0 3 45.0 
Cee perearers 46 9891.4 21 455.04 8 121.0 75 1,467.44 
J ” 
birmingham, Ala. 
(Data Supplied by the Birmingham Electric Co.) 

Prior to 1937 During 1937 During 1938 Total 
Classification No. Hp. No. Hp. No. Hp. No. Hp. 
arenes 23 101.5 13 27.0 13 73.0 53 201.5 
NA 5 ie cevy clan ced 18 56.85 3 4.83 3 2.25 24 63.93 
Restaurants & Drug Stores 11 348.0 8 177.82 7 76.99 26 597.81 
Retail Stores ...... seseee 14 937.0 12 139.91 6 133.1 32 1,210.01 
eae or 7 656.6 3 182.5 2 32.0 12 871.1 
Automobile Showroom.... 1 13.0 0 0.0 0 0.0 1 13.0 
Auto Service Station...... 1 1.0 0 0.0 0 0.0 1 1.0 
Radio Studios ........... 1 1.0 1 0.5 1 2.0 3 3.5 
Hotel Guest Rooms....... 1 40.0 0 0.0 0 0.0 1 40.0 
REE <shcabieeseecens 1 2.5 3 39.13 0 0.0 4 41.63 
Railroad Cars ..........+: 14 = 140.0 0 0.0 0 0.0 14 140.0 
Barber & Beauty Shops.. 1 3.25 4 23.58 1 3.66 6 33.71 
Department Stores ...... 8 168.0 3 915.7 0 0.0 11 1,083.7 

RRS ASE See 2 4.25 0 0.0 0 0.0 2 4.25 
sare Homes .......... 0 0.0 3 = 31.75 3 = 82.5 6 64.25 
Pearly MEE 4sicacaees 0 0.0 1 3.33 0 0.0 1 3.33 
a a ere 0 0.0 1 28.5 0 0.0 1 28.5 
oratories sabe Cee 0 0.0 1 3.25 2 15.5 3 18.75 
reeties sceaveselouavaxnre 0 0.0 2 16.0 1 10.0 3 26.0 
Wellaneous ........... . & M0 0 0.0 2 20.75 5 129.75 
Nts cucuvanszagnees 106 2,581.85 58 1,593.8 41 400.75 205 4,576.4 


1938 Installations In El Paso, Tex. 


(Data Compiled by El Paso Electric Co.) 


Name Make of Equipment Hp. 
Bonk 
y 
martl Reserve Wank .........-ssssc0ee0s York 45.0 
Hotels 
R 
% i i ee York 116.5 

EE RGR Ree enero Carrier 97.5 
Offices ; 
NR can dia le oe General Electric 10.0 

NS ESE nae Carrier 11.0 
Resident | 
1a 

SND aa csassecsosesecenessars General Electric 6.0 
Store 
& 

& CN Re 3 Westinghouse 160.0 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this -column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


SHOP AND Service Manager with ten 
years’ refrigeration experience. Four 
years in charge of shops for national 
distributor remodeling and completely 
rebuilding several makes and types of 
refrigerators. Considerable experience 
hiring and training men. Economically 
inclined and efficient. References from 
present and past employers. Box 1131, 
Air Conditioning & Refrigeration News. 


DO YOU NEED a young, intelligent, 
aggressive, personable, and ingenious 
engineer? 24 years, M.E. degree, heating 
and ventilating thesis, two years’ experi- 
ence research and development engineer- 
ing with prominent refrigeration and air 
conditioning manufacturer. Knows heat 
and cooling loads and methods of recom- 
mendation calculations of leading manu- 
facturers. Eastern location preferred but 
not essential. References. Box 1133, Air 
Conditioning & Refrigeration News. 


EXPERIENCED DEALER Contact Man 
with present organization over ten years. 
Thoroughly conversant with appliance 
merchandising, sales promotion, and dealer 
contact in field. Not an engineer but 
have some technical training with reason- 
able service experience. Familiar with 
central and western Pennsylvania terri- 
tory. Have earning record of $5,000 to 
$10,000 yearly and can produce excellent 
references. Would be interested in ex- 
changing information with reliable na- 
tional sales organization that can show a 
definite opportunity to a producer. Box 
1135, Air Conditioning & Refrigeration 
News. 


AIR CONDITIONING — Refrigeration — 
Heating. Thoroughly schooled in all the 
fundamentals. Domestic service experi- 
ence. Estimate, service and sell. Survey 
and service oil burners. Layout duct 
work for warm air heating or cooling. 
Can develop into valuable asset for manu- 
facturer, distributor or contractor. Box 
1136, Air Conditioning & Refrigeration 
News. 


ENGINEERING SERVICE 


REGISTERED CONSULTING Engineer 
with twenty years’ experience designing 
and developing heating, refrigerating, and 
air conditioning equipment and systems. 
Complete staff of experts and laboratory 
available for designing and developing 
products or laying out systems. Will 
furnish ideas, or work out yours. 
JORDAN (ASRE), 2150 Lawrence, 
cago. 


Chi- 


FRANCHISES AVAILABLE 


COMMERCIAL LINE refrigerator display 
cases, walk-in coolers, and refrigerators; 
also direct draw, mechanically-cooled 
beer coolers. Sell with Ehrlich compres- 
sors or with any other make. Attractive 
discounts, also financing arrangements 
to help sell. 70 years in business. Write 
for full information. EHRLICH RE- 
FRIGERATOR MFG. CvU., St. Joseph, 
Mo. 


STANDARD AUTOMATIC Oil Burner 
with 3 Minneapolis-Honeywell controls, 
$58.50. Write for quantity discounts and 
available territories. Lowest prices since 
1925 in the manufacturing of this burner. 
Equipped with Standard resilient mounted 
long hour motor, Tuthill fuelstat, Tor- 
rington fan. NATIONAL ARCOIL CORP., 
471 Broad Street, Newark, N. J. 


DISTRIBUTORS — ATTENTION. Cold 
storage locker manufacturer is in need of 
dealers and distributors to handle high- 
grade line. Straight commission. Wire or 
write P. O. Box 111, Aurora, IIl. 


EQUIPMENT FOR SALE 


BRAND NEW Emerson motors in original 
factory cartons, 110-220 volts, single phase, 
1,725 r.p.m., bronze bearings, %” shaft 
diameter, 2” shaft extension, very quiet 
running. \% H.P.—$5.85; 4 H.P.—$7.00; 
% H.P.—$9.00, in lots of six or more. 
INTERSTATE REFRIGERATOR CORP., 
96 Fifth Avenue, New York, N. Y. 


DEALERS AND SERVICEMEN: Offering 
Kelvinators, General Electrics, Westing- 
houses, Frigidaires, as is, as low as $8.00. 
Guaranteed fully equipped. Also Frigid- 
aire compressor units, all sizes. We have 
a quantity of used ice cream cabinets, 
capacity four 2% gallons. Cold control. 
Write for prices. LANDOR WAREHOUSE 
Co., 53 East 10th St., New York City. 


WE HAVE for sale one American Car- 
bonic V.S.2, complete with 744 H.P. motor, 
automatic starter, V-Belt drive and con- 
denser. Motor is 3 phase, 60 cycle, 220 
volts. Practically new. Will sell reason- 
able. SMITH & SON, 2267 Clybourn 
Ave., Chicago, IIl. 


REPAIR SERVICE 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock, $2.50, 


Majestic $2.50, Penn magnetic $2.50, G. E. 


F. O. | 


Frigidaire $2.50. In business over 20 
years. Our name is our guarantee. 
UNITED SPEEDOMETER REPAIR CoO., 
INC., 342 West 70th Street, New York City. 


GENERAL ELECTRIC and Westinghouse 
hermetic unit replacement and rebuilding 
service. One year unconditional guaran- 
tee. All units are completely rebuilt on 
a modern production line, tested through 
every step of rebuilding with complete 
test equipment, subjected to exhaustive 
operation tests for wattage, efficiency, 
quietness and then Duco finished. General 
Electric DRi, DR2, and Westinghouse, 
$30.00. Quotations furnished on other 
models. Quick service—guaranteed work. 
REFRIGERATION MAINTENANCE 
CORPORATION, 321-27 East Grand Ave- 
nue, Chicago. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
hat searches and reports. Reasonable 
ees. 
Patent Attorney, 
New York City. 


H. R. VAN DEVENTER (ASRE), 


342 Madison Avenue, © 


Torque-Indicating Wrench 
Gives Uniform Tension 


ALLENTOWN, Pa.—A new torque- 
indicating wrench for obtaining uni- 
form tension on bolts and studs 
in couplings, pumps, pipe flanges, 
turbines, and other uses has been 
introduced by Bonney Forge & Tool. 


A scale calibrated from 0 to 
200 ft. Ibs. is placed on the shaft 
near the handle grip and moves 
under the pointer as pull is exerted 
on the shaft. 


The light-weight wrench has no 
moving parts, and has a small head 
permitting its use in places normally 
inaccessible with regular torque 
wrenches, it is claimed. The Bonney 
wrench is permanently equipped with 
%-inch square adaptor. 


MERICAS BELT BIBLE” 


FREE 


Most complete f.h. p. belt catalo 
144 Pages. Belts for 4450 models, 135 makes 
of electric refrigerators listed by et, ag 
cross-sections, manufacturers’ part num 


Your copy FREE 


Send your Name and Address to 
L: H. GILMER COMPANY, Tacony, Philadelphia 


This Gilmer 
Belt Catalog 


ever issued. 


ers. 


MILLS 


COMPRESSORS 


Mills Novelty Company * 4100 Fullerton Avenue* Chicago, Illinois 


for Commercial Use 


CONDENSING UNIT FACTS 


1. The customers’ space is not ours—we dare not waste it. 
2. This is why we stress compact units—delivering more BTU’s per cu. ft. 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


Message 


No. 33 


SS 


REFRI 


GUARANTEED REFRIGERANTS 


Triple-Refined SULPHUR DIOXIDE 
New Process METHYL CHLORIDE 
High-Test METHYLENE CHLORIDE 


Sold By Leading Jobbers and 
Distributors Throughout the West 


PITTSBERG CHEMICAL CO. 


Central Tower, San Francisco, Calif. 


For All Applications 


PO 
ELECTRIC WATER COOLERS 


Thoroughly reinforced all steel attractively 
finished cabinets. 
Complete line of different Models and Capacities. 
Write for details and sales prices. 


Puro Filter Corporation of America 
440 Lafayette Street, New York City 


Spring 7-1800 
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IN STEP WITH TRADE REQUIREMENTS 


THE REASON Henry products keep their standing 
in the forefront of the industry is simple enough— 
to manufacturers, jobbers, contractors and service- 


men alike they prove a source of steady profit. 


THE MANUFACTURER uses Henry products for 
the value that they add to his original equipment in 


increased efficiency and sales appeal. 


THE JOBBER stocks the Henry line because it is 
complete, superior in quality, competitively priced, 
and easier to sell because it has so many exclusive 


features that appeal to the trade. 


LINE OF DRYERS, STRAIN- TYPE 695 


“y" STRAINER 


For Copper pipe. ¥ 
ERS AND LARGE LINE ha exsepttonsh Gotten. 


TYPE 709 DEHYDRATOR 


VALVES FOR REFRIGERATION 
AND AIR CONDITIONING— 


ALSO AMMONIA VALVES 
AND FORGED STEEL For small refrigeration units. With Felt Sack Nominal Sizes 2" to 4" 


THE CONTRACTOR approves the advanced en- 
gineering design of Henry products . . . their de- 
pendable performance . . . availability . . . and 
wider range of size and type, permitting selection 


of the proper unit for the job. 
THE SERVICEMAN approves them too, because he 


knows when he installs a Henry product he is giving 
his customer the utmost in value at no greater cost, 
insuring himself against loss through service "call 
backs," and building up his business on the lasting 
basis of customer satisfaction. Henry truly is the 


line of universal appeal. 


TYPE 744 
CARTRIDGE DEHYDRATOR 


Easy to refill with 
new dehydrant cartridge. 


WING CAP VALVES DESIGNED 
ESPECIALLY FOR FREON AND 
TYPE 882 STRAINER METHYL CHLORIDE 


WRITE FOR NEW 1939 CATALOGS 
Catalog 84—Dryers, Strainers and Large Line Valves for Freon, 


Methyl Chloride and Sulphur Dioxide. 


Catalog 53—Ammonia Valves and Forged Steel Fittings. 


a ee 
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HENRY VALVE COMPANY 


1001-19 NO. SPAULDING AVENUE 


CHICAGO, ILLINOIS 


STOCKED AND SOLD BY THESE 
LEADING JOBBERS 


ane Leo S. Bosarge Co, 
Atlanta, Ga.......... Bowen Refrig. Supplies, Inc. 
Atlantic City, N. J.. Atlantic City Auto Sup. Co., Inc. 
Baltimore, Md....Meichior, Armstrong, Dessau Co. 
Beaumont, Tex......... Standard Brass & Mfg. Co. 
Ss «6 0.000 tbe tae ek eee A. E. Borden Co. 
Buffalo, N. Y. , Trev rrere rer » Neal & Co. 
Cedar Rapids, la.....Dennis Refrigeration Supply 
Charlotte, N. C............... Henry V. Dick & Co, 
hicag Obs oc.5:¢'s 5) vaua CORe ee iro Supply Co. 
hicag ST eer eer iter Co. 
Chicago, Il!.... Automatic Htg. & Costing, Sup. Co. 
Cs 6.90.65'ss.ctarteahibue H. W. yehe Co, 
hicago, Ill........... Borg-Warner Serv. rts Co. 
hi BS -6 65s + 04.0 58% 5 bana - Channon Co. 
Chi ts 6h 60 0ea soanes eed Fred C. Kramer 
i i «0:66 dined hp cue Merkel Bros. 
rrr er Williams & Co., Ine. 
d, pg bb-ebadvscnebsehenee Harry Alter Co. 
. 4 OR ee ee 
ai’ éhaweln dich Refrig. Sup., Distr. of Cleveland, Inc. 
Cleveland, Ohio.............. Williams & Co., Inc. 
a 9 ee Henry V. Dick & Co. 
Columbus, Ohio.............. Williams & Co., Inc. 
SS Electromotive Co. 
PRE re Republic Electric Co. 
SEEDY cc. 5c 50s s0a 00 cute Allied Refrig. Co 
6 55-4 50 040.60 +b W. H. Kiefaber Co. 
es Moines, Sa Dennis Refrig. Supply 
Des Moines, lowa............... lowa dio Corp. 
SR J. M. Oberc, Inc. 
EL TELS 00 cs cccewccs nes Young Supply Co. 
Fort Wayne, Ind............... H. J. Schroeder Co. 
Fort Worth, Tex........ McKinley Refrig. Sup. Co. 
WOON, Gos cc ccc ccvccoeddecotones hariles G. Beli 
ree D. C. Lingo Co. 
Houston, Tex.......... Standard Brass & Mfg. 
Houston, Tex.............. Walter Refrig. Sup. Co. 
Indianapolis, Ind.......... F. H. Langsenkamp Co. 
A Se ee eee Jamita Co. 
Kansas City, Mo.....Forsiund Pump & Mach. Co. 
TEGRUEIED, TOM... cc ccsccsecscees Leinart Eng. Co. 
bong Beach,  Seeperey L. B. Marsh Allied Refrig. 
Los Angeles, Cal................. Frank Gillett Co. 
a a OSes S. W. H. Supply Co. 
Se Gustav A. Larson Co. 
di SENG 44 04:05 69.0 00000 Refrig. Specialty Co. 
Es WEIN 6 osc ec cece United Refrig. Sup. Co. 
Sn 06:5 sees cssseccaeree eae Jamita Co. 
il SERS Gustav A. Larson Co. 
ME os sesssneveus Refrig. Specialty Co. 
“SARRRARRR Thermal Co., Inc. 
i polis, Minn......... Refrig. & Ind. Sup. Co. 
Minneapolis, Minn... . Vincent Brass & Co Co. 
= See Motor Supply Co., Ine. 
Montgomery, Ala............... Teague Hdwe. Co. 
Montreal, Que....... Railway & Eng. Specialties, Ltd. 
i Gs +0 000606 gab eel Buford Bros., Inc. 
lashville, Tenn........... Electra Distributing Co. 
ey WEEE, GOOUNR. ooo 00050bs ede sans Resco, Inc. 
ig NARS S ee" T. W. Binder Co. 
New Orieans, Sree een Enochs Sales 
TEE los 56 6% een sc eannuee Harry Alter Co. 
bt. SS ear Federal Refrig. Corp. 
New York, N. Y.........A. P. Miller Sup. Co., Inc 
New York, N. Y......... Paramount Elec. Sup. Ce. 
— a SS eee Servicemen Sup. 
Ohtahomn Clty, Gila... so sc ogscccigcasiss ogee 
nS a Stal at Age Macklanburg Brass & Goaeer Co. 
Oklahoma City, Okla............. Mideke Sup. Co. 
Omaha, Nebr......... Interstate Mach. & Sup. Co- 
SE IG. 6.000 60 ose 1608s eel H. C. Nol!Co. 
Gs orng.00s 0005 S.0cueen United Supply Co- 
Oshkosh, Wis................ Gustav A. n 
ik bs Sono. OEE R. E. Thompson Co 
Philadelphia, Pa................ Victor Sales Corp. 
ttsburgh, Pa................. William M. Orr Co. 
Serer Williams & Co., Inc. 
I I Sie s inv cccscsscctes Henry V. Dick & Co. 
IT sn. 0 04 406.60-00:505 Gustav A. Larson Co 
Sacramento, Cal.............. Hinshaw Supply Co- 
hs SUN TB. osc casccenssne Bristol Supply Co- 
oe 9 ema Brass & Copper Sales 
SS Srey R. E. Thompson Co 
=e Sy RRS Thermal! Co., Inc 
San Antonio, Tex......... United Refrigeration Co- 
San Antonio, Tex..Westbrook Carburetor Elect. Co 
San Diego, Calif......... L. B. Marsh Allied Refris- 
San Francisco, Cal.......... Cal. Refrigerator ©? 
Sioun City, fa.............., Dennis Refrig. Supply 
—— b wag Serre F. ty ag eg 
nofield, Wl........ Springfie rig. . 
Springfield: Ay » 6-5 vine Walle re - | Biectric 
Springfield, Mass....... National Accessories cs 
DUNT, Wisc asccccssecsscud Syracuse Sup- 
> ree Heat & Power Eno. 
Toronto, Ont...... Railway & Eng. Specialties, Co. 
> % \* RPE Refyes Aird-Don &® 
;. SRR Machine Too! & ong? 
Wansouven, ©. G..... 0... csccccevens ~~ <«~ Co. 
Washington, BD. C..............66: Refrig. >¥P- 
Wilkes-Barre, Pa................ Radio Service Ce- 
Winnives, Man... . Railway Sane. Lge wig “ 
hie ba Sh ecu an ° 
yroester, Mass... ------- =. Standard Sup., In® 
FACTORY REPRESENTATIVES 
RR c. H. oe 
Datige, Tem............cccercccegooces A. A. Wee 
Des Moines, lowa............... van Eng 
SN HUE 5+ cv o vcnacen sue F. B. — _ vr 
Lendon, Ont., Can... geration Sup. ©°-; 
*Los Angeles, Sy coktaws ... Pacific Scientific Ce 
How Vert, 0. ¥...........-0s0e0e Cc. W. Nu 
*Philadelphia, Pa........ Engineering Co. of Fn 
CS eS J. A. bate 
A Antonie, "=. o6b0tserecee E. 3. Lang nifie ® 
Oe Wee at Paste Salento 
(*Carry Complete Stock.) 
EXPORT DEPARTMENT ¥ 
100 VARICK ST.......... NEW YORK CITY, ®- 
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